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sells on sight... boosts expansive bit sales 


Another Irwin first that keeps you in step with today’s 
modern and profitable trend to “sight selling.” Here now 
is a new and versatile “Hang-Up” Box that gives plenty of 
extra “eye and buy” power to Irwin Micro-Dial and Lock- 
head Expansive Bits. Here now is the convenient display 
you have always wanted to move even more of these “best 
sellers.” Simply hang on peg board, nail or pin. 


Small, handy, easy-to-use at multiple traffic points in 
your store. Profitable to use because Irwin’s new “Hang-Up” 
Box catches the eye, creates the urge to buy, boosts self- 
serve expansive bit sales. Depend that this timely Irwin 
selling help for hardware and building supply dealers is sure 
to add many more dollars to your cash receipts — and at no 
extra cost to you. Order Micro-Dial and Lockhead Expan- 


IRWIN IRWIN sive Bits in the brand new Irwin “Hang-Up” Box today. 
MICRO-DIAL LOCKHEAD 


ERPANSIVE Br EUPANSOvE git - 





Free! New Irwin Catalog. The most 
complete and easiest-to-use wood-boring 
tool catalog ever. All Irwin bits and 
special features are illustrated. No 
searching for needed information. Saves 
ordering time, gives balanced stock rec- 
ommendations. Write Irwin, Wilmington, 
Ohio, today. 


Order from your Irwin wholesaler today 
4 The Irwin Auger Bit Company 
— at Wilmington, Ohio, USA, since 1885 


Irwin Micro-Dial in new “Hang- Irwin Lockhead in new “Hang-Up” 

Up” Box. Two sizes: No. 21 bores 19 Box. Two sizes: No. 1 bores 15 

standard holes, 4% to 134”; No, 22 standard holes, 5% to 1%”; No. 2 

bores 35 standard holes, % to 3”. bores 35 standard holes, % to 3”. Typical store scenes show how Irwin's new and handy “Hang-Up™ 
No. 21 retails at $3.60 each. No. 1 retails at $3.00 each; No. 2 Box displays Micro-Dial and Lockhead Expansive Bits on peg board, 
No. 22 retails at $4.00 each. retails at $3.60 each. nail or pin at multiple traffic points for more “‘sight sales.” 
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The most profitable area in your 
tool department... two square 
feet of Channellock Plier 
Display. Here's why: 


Every month, over 10 million 
hardware customers—yours 
- among them—read the 
Channellock sales story in 
Saturday Evening Post, 
Popular Mechanics, 
Popular Science 

and Mechanix Illustrated. 
Every year, hundreds of 
dale le bt aleb-me) mi dal etic) 
hardware customers buy 
Channellock Pliers. 

They'll buy them from you 
if you stock them 

zeit 0)(-hvan eal -100 8 
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Meadville, Pennsylvania. 





Write for our new cat- 
alog showing our Com- 

|, plete Line and a wide 
choice of free sales aids. 
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Y§ Stock-Pac really moves 


merchandise ... gives us a better markup, too!” 


says JACK CINGOLANI 
KOCH HARDWARE 
BUTLER, PENNSYLVANIA 
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With the National Stock-Pac carton, you get the 
quantity price advantage, plus the sales advan- 
tages of an attractive help-yourself merchandiser. 
Just trim off the corner of the carton and set it 
up ona counter or as a floor display with back-up 
Bowes conceaee stock. Dealers are reporting amazing sales in- 
bs ps: creases since the introduction of this new pack- 
eatin te ae om | age filled with Visual-Pac merchandise. 


100 STOCK-Pac 


All National hardware is packaged for greater 
eye-appeal . . . buy-appeal. Picto-graphic cartons, 
decimal-packed for easier inventory control, have 
a tell-all label that shows exactly what’s inside. 
The Visual-Pac line offers you the broadest selec- 
tion of builders’ hardware available anywhere 
in self-service packages. 


Join the swing to National... hardware that’s 
packaged for today’s busy, merchandising- 
minded retailer. Write for free literature. 


+ 
ey * 


NATIONAL MANUFACTURING CO. 


16111 First Ave. Sterling, Illinois 
For Details Circle 3 on INQUIRY CARD 
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RIGHT ACROSS THE BOARD! 


...Bernz Propane Torches, Lanterns, Stoves and 
Green Spot Sprinklers are a winning team for profits! 


i 


THE REASONS: Bernz-O-Matic makes the smartest moves for your 
profit. Bernz Propane Products are American-made quality...presold 
to our customers through consistent national advertising, instore pro- 
motions and award-winning packaging...Bernz Green Spot American 
made products are designed exclusively for distribution through the 
hardware, lawn and garden trade. otto BERNZ CO.,INC., ROCHESTER 13, N. Y. 
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Washington News for Westerners 
by David R. Heinly 


New Products 
A Letter: From One President to Another 
Advertising, Credit and Tourists Build Business 


Hardware dealer in Danish-American community of 
Solvang uses advertising and credit to reach local 
customers. Tourists are a plus business. 


Garden Equipment Preview Section 
Garden merchandising articles plus three pages of new 
garden equipment and supplies are featured in this section. 


Toys and Garden Supplies Alternate in 
Special Display Room 
Separate sales room in back of Colorado store is used for 


alternate display of seasonal merchandise. Power mowers 


are demonstrated at side of store. 


Garden Sales Tripled by "Visits" 
Dealer calls on his customers to see their gardens and talk 
about their problems. Trips help make him an expert on 


his customers’ gardens and on gardening. 
Hanging Display Sells Wheelbarrows ................ 
Upper Space Display Sells Power Mowers.............. 
Garden New Products . . 
Merchandising Aids 
Free Literature 
News for Westerners 
Schedule of Conventions and Shows 
Banner's New $300,000 Plant Opens 
Index to Advertisers 
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No Sale 


Last week, this Oxco #12 Merchandiser was selling brushes 


like it was bucking for the manager's job. This week, it isn’t 
earning its keep. Someone forgot to re-order stock. 


When we see a situation like this, we feel we've failed 
somehow. But at these prices, you can’t build in an automatic 
reloading feature. We have, however, (with a big assist from 
the NRHA) built a powerful, working, selling unit and stocked 
it with the top items in America’s top brush line. Keep it 
stocked and you'll have a free, full-time clerk working for you. 


Who’s to blame for the empty merchandiser? Next time your 


Oxco Jobber comes in, give him what-for for not reminding 
you to check stock. And give him an order. 


If you‘re really looking for problems, you might try the 
Oxco #25 Merchandiser. Over twice as many hooks to fill, 
twice as many brushes. Of course, there’s twice the profit. 


#)<CGO) 


OX FIBRE BRUSH COMPANY, INC. 


rrenernicx <olablished /88¢ maRYi.anod 


THE LINE THAT 
MOVES 
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Time to Recognize Regionalism 


The plane is now 29,000 feet up, “jetting” East. In just a few hours 
we have travelled about 2000 miles east of San Francisco. 


That Western country we passed is an enormous place. The land is 
also varied . . . low, rich valleys to high mountain ranges covered with 
forests ... flat arid land surrounded by dry, brown mountains .. . salt 
flats and the big Salt Lake ... then high mountains spotted with lakes 
and forests . .. and abruptly the Rockies end like a sheer wall with flat 
farm land ahead. 


Outside of California the cities and towns are infrequent. When one 
is sighted it’s like finding a rare flower in the wilderness. 


This all reminded me of an editorial appearing recently in Western 
Advertising about “regionalism.” When covering the West so rapidly 
from a bird’s-eye view it is easy to see that the author is correct. He 
claims that despite the fact that Westerners are tied closer today with 
the rest of the nation by TV, national publications and faster travel, 
the West continues to be a region apart from the rest of the nation. 


The author states in part, “No Marketer can think of the West as an 
entity. He must think of it in terms of subregions, each living under 
widely differing climatic conditions, population volume, economic levels, 
ethnic groups, cultural backgrounds. What sells heavily in Seattle could 
well be a flop in Spokane; an item that would prove popular in Salt Lake 
City wouldn’t get off the ground in San Diego; anti-freeze might be a 
winter best seller in Reno; 300-odd miles away in Fresno it couldn’t be 
given away. Coping with such divergencies, the Eastern marketer often 
makes ludicrous mistakes. 


The many articles that we have published in the past about retail 
hardware store operations in the 13 Western states prove that the area 
has many marketing divisions. We have also heard from many dealers 
about manufacturers not recognizing problems that face Western dealers. 
Have you some experience along this line? If so send us a letter and 
tell us your problems caused by “regionalism.” 


UWtll Cllr. 
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Alaskan Oil May Overtake Gold 


Estimates show that oil may succeed gold in 


Defense Spending Getting 
Bigger in Nevada 


More than 23 per cent of Nevada’s expected 
gross income during fiscal 1962-63 year is ex- 
pected to come from federal military spending in 
the State. Congress has passed on $80 million 
defense spending in the State. It may be increased 
due to present critical conditions. 


In addition there is more then $150 million in 
current contracts with private firms in Nevada 
working on defense contracts. There is also $30 
million authorized by the House Appropriations 
Committee for U. S. atomic testing purposes. 
Much of this amount is destined to be spent 
at the U. S. test site at Mercury, Nev. 


Of the $80 million for defense spending, about 
$64 million is earmarked for Air Force and Air 
National Guard spending. Included in this 
amount are construction projects at Nellis Air 
Force base near Los Vegas for $2.43 million and 
at the Air National Guard’s Reno airport base 
for almost a quarter-million dollars. 


Over the past two years, business growth in 
the State has made possible a seven per cent rise 
in job opportunities. 


7 Million Persons Visited Oregon 
During 1961 Vacation Season 


Oregon hardware dealers had an opportunity 
of increasing their transient business during the 
1961 travel season as it topped 1960 and 1959 
seasons. Division of the Highway Department 
said 2.2 million out-of-state cars brought about 
7 million visitors this year and drove 930 million 
miles within the State. Tourist spending within 
the state was estimated at a record high of 
$186 million dollars. The estimated income of 
visitors using other forms of transportation was 
put at nearly $18 million. 


1961 as the State of Alaska’s largest mineral re- 
source. During the first five months of 1961, the 
State produced over two and one quarter million 
barrels. 

One company plans to build a $20-million re- 
finery on the Kenai Peninsula where the oil has 
been found. 

It is estimated that by the end of the year 
the State will have produced six million barrels. 


Western Trend Indicators 


Traveling in Colorado in August 1961 exceeded 
August 1960 by four per cent . . . California’s 
population now averages 100 persons per square 
mile. Fifty years ago it was only 15 persons 
per square mile . . . Since the 1960 Federal 
Census, Oregon’s population has increased 
from 1,768,687 to 1,816,345 persons. A large 
share of the increase is in the Portland area 
and the Willamette Valley . . . California State 
Chamber of Commerce has produced a 32- 
page report, “Industrial Location Factors in Cali- 
fornia.” The bulletin highlights economic factors 
important to plant location prospects... The 
State Board of Equalization of California re- 
ports that taxable sales in hardware stores for 
the first quarter of 1961 were 3.07 per cent higher 
than the previous first quarter . . . Western cities 
had the highest consumer price index in July 
1961. Los Angeles was first with 125.3. San 
Francisco—125. Seattle was close with 124.9. All 
of these were higher than the next highest index 
which was 123.4 for Philadelphia. Portland, Ore. 
was the lowest in the West with 123.7... If the 
cigarette tax collections are any indication, Cali- 
fornia’s business should be up considerably over 
the first six months of 1960. There was a seven 
per cent increase... The total building and con- 
struction activity during the year to date in 
Southern California is at a level some 2.5 per 
cent higher than during the first eight months 
of 1960. 
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Best Sellers! 


In the age of the do-it-yourselfer, CF«I Hardware Cloth is a natural 
profit builder for hardware men because of its outstanding versatility. 
You can recommend it—with complete confidence—for these and many 
more jobs around the home and farm: 


y reinforcing screen doors. 

y covering gutters and chimneys. 

Y protecting windows, greenhouses and gardens. 

Y making small animal enclosures, drying trays and light materials screens. 

y ratproofing. 
Heavily galvanized for extra-long life, CFaI Hardware Cloth retains its 
formed shape and won’t break even when severely bent. It’s available 
in a complete range of mesh sizes and meets Department of Commerce 
Commercial Standard CS 132-46. 

Ask your jobber for complete details and a supply of CF«I’s handy 

booklet describing a few of 1001 uses of this best seller. exes 
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MADE IN U.S.A. 


The Colorado Fuel and Iron Corporation 
Denver + Oakland + New York 
Sales offices in Key Cities 








WASHINGTON 


N EWS FOR WESTERNERS 


By DAVID R. HEINLY «+ Chilton News Bureau, Washington, D. C. 


Wage Rules for Leased Departments 
Spell Coverage for Smallest Units 


Forest Fire Lab in Planning Stage 


Western businessmen who face financial dis- 


The Labor Department, still trying to piece 
together minimum wage regulations for retail 
merchants, has ruled on status of leased depart- 
ments operating in ‘departmentalized stores.” 


The new rule states that if you rent space in 
a store to sell hardware and operate under the 
name of the store, you will be covered by the 
minimum wage law if the ‘sasing store is 
covered. 


The rule specifies that even though your unit 
may be exempt under other tests, such as gross 
annual sales or amount of interstate business, 
you will still be required to pay the minimum 
wage and heed overtime provisions of the law 
if the rest of the store is under the law. 


Wage-Hour officials decided such leased de- 
partments, selling goods under a common trade 
name as part of an integrated business unit, do 
not qualify as separate retail outlets. 


In order to retain your exemption as a small 
separate establishment, you must be separated 
from other units both in location and function. 


Labeling Law Could Add to Import Costs 


Imported hardware items which are repack- 
aged after entering the country in bulk ship- 
ments may soon have to carry labels naming 
the country of origin. Such a law, already 
passed by the House, is due for early Senate 
action next year. Importers would be required 
to stamp or label new packages after bulk lots 
are split up into separate items for resale in 
stores. It would apply to such things as boxes 
of nails, drill bits, files, saw blades and other 
tools. If the Senate okays the bill, it could add 
to importers’ costs and mean higher prices on 
hardware imports. 


aster year after year due to forest fires are 
counting heavily on the Agriculture Depart- 
ment’s proposed new Forest Fire Research Lab. 
Department officials say blueprints will be ready 
by May so contractors can start bidding soon 
after. The three-building center will be located 
at Riverside, Calif. Cost ceiling has been set 
at $672,000. The Lab will study methods to 
prevent fires and to control spread of those 
that do get started. 


Rules on Selling Firearms Tightened 


Western dealers must be doubly careful who 
they hire to sell firearms and ammunition. Con- 
gress tightened the Federal Firearms Act this 
year, making it illegal for any person to sell 
(or buy) firearms if convicted or under indict- 
ment for any crime punishable by at least a 
year in prison. In effect, the new rules add to 
the list of crimes that can disqualify persons 
from selling or buying weapons. Violation of 
the law can now mean fines up to $2000 and 
prison terms up to five years. 


Hearings Set for Western Gold Producers 


The House Committee for Interior and Insu- 
lar Affairs, headed by Colorado Democrat Rep. 
Wayne N. Aspinall, has scheduled two days of 
hearings in California to get the views of “in- 
dividuals directly affected” by several proposals 
now before Congress to provide incentive pay- 
ments to gold producers. Dates are November 
27 in Sonora and the following day in Sacra- 
mento. Anyone who wants to make a statement 
at either session should contact: Committee on 
Interior and Insular Affairs, U. S. House of 
Representatives, Room 1324 New House Office 
Building, Washington 25, D. C. 
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SQUARE GEE’ PIPE FITTINGS 


Here is why. The excellent quality features of Grabler Square ‘‘Gee”’ Pipe Fittings 
are the result of more than fifty years of experience making the best pipe fittings 
— better. Your order for Grabler Square ‘Gee’ Pipe Fittings from your best 
source — your wholesaler, is assurance that your requirements are handled 
promptly and completely. The combined advantages of quality, service, and dis- 
tribution economy consistently make Grabler Fittings your best real value buy. 
Give your wholesaler an order today. 





The Grabler Manufacturing Company, 6565 Broadway, Cleveland 5, Ohio 











[= 





Grabler Warehouses serving your 


best source — your wholesaler 


New York «© Philadelphia « New 
Orieans ¢ Boston ¢ Atlanta e« 
Pittsburgh ¢ Cincinnati » Datlas 
Chicago « St.Louis « Detroit « 
Denver . San Francisco . 
Minneapolis « Los Angeles 
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PRODUCTS 


HERE IS LATEST INFORMATION ON NEW AND IMPROVED MERCHANDISE 
YOU CAN SELL. FOR MORE INFORMATION CIRCLE NUMBER ON INQUIRY 


SPRAY OUT first-stage fires before 
they spread with new dry powder fire 
extinguisher. Non-poisonous, it is ef- 
fective on oil, grease, gasoline and 
electrical fires —Spray Products Corp. 
For Details Circle 100 on INQUIRY CARD 


THREE TYPES of thread cutting 
screws have been added to fastener 
line. Cutting edge and chip cavity 
allow removal of material to form 
a close-fitting matting thread.— 
Southern Screw Co. 

For Details Circle 101 on INQUIRY CARD 


CARD ON PAGE 34 


HAND TRIGGER SPRAYER gener- 
ates 300 lbs. of pressure per sq. in. 
Reusable plastic unit converts almost 
any liquid container to a high pres- 
sure type sprayer.— AFA Corp. of 
Florida. 

For Details Circle 102 on INQUIRY CARD 


A COMPLETE LINE of carbon and 
high speed steel, shatterproof hole 
saws has been added to manufactur- 
er’s blade line. Included also are taper 
adaptors and mandrels with high 
speed pilot. drills—Nicholson File Co. 
For Details Circle 103 on INQUIRY CARD 
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RACHET-LIKE ACTION in either 
direction saves refastening this light- 
weight chain wrench. Only % in. 
clearance needed. Accommodates 1% -4 
in. pipe and weighs just one Ib. 12 oz. 
—Ridge Tool Co. 

For Details Circle 104 on INQUIRY CARD 


SURVIVAL RATIONS for two per- 
sons are packed in a portable can. 
Dehydrated food can be eaten cold, 
but Sterno and stove are provided. 
Also includes first aid kit, water, 
matches, ete.—Family Survival, Inc. 
For Details Circle 105 on INQUIRY CARD 
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ALUMINUM RAIL and adjustable 
peg hangers can be installed easily 
wherever needed. Packaged set con- 
tains four-ft long aluminum track, 
which can be cut to fit smaller spaces. 
— Macklanburg-Duncan Co. 

For Details Circle 106 on INQUIRY CARD 


CORDLESS portable circular saw 
operates on gas. The 3 hp motor will 
run all day on one gallon of gas. De- 
velops 3500 rpm under full load.— 
Comet Mfg. Div., Siegler Corp. 

For Details Circle 107 on INQUIRY CARD 


HEAVY DUTY hardwood rule is 
coated with white plastic. Inches are 
marked consecutively. Every 16 in. 
figure is in red. Edge is marked in 
feet and inches with foot number re- 
peated each inch.—Lufkin Rule Co. 
For Details Circle 108 on INQUIRY CARD 
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PAINTING is smear-free with this 
“Trim Guard.” Three edges are dif- 
ferent lengths—9%,, 742, and 6% in. 
—to fit window panes of varied sizes. 
Red and white enameled surface 
wipes clean easily—Red Devil Tools 
For Details Circle 109 on INQUIRY CARD 
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ELECTRIC 
EYE 


AUTOMATIC 
CONTROL 


LET THE SUN turn lights on and 
off. Electric eye plugs into any ac 
outlet. Suction cups are provided so 
it can be placed anywhere as long as 
it faces the light.—East Coast Enter- 
prises Inc. 

For Details Circle 110 on INQUIRY CARD 


PREVENT SORE THUMBS, broken 
finger nails and injuries with this 
thumbtack dispenser and _ inserter. 
Also removes and stores used tacks. 
See-through case tells you when to 
purchase tacks.—Thimbol, Inc. 

For Details Circle 111 on INQUIRY CARD 
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SPRAY ADHESIVE mounts paper, 
foil and fabric to smooth surfaces. 
Items can be repositioned for several 
hours after application. Thereafter, 
a positive water resistant bond is 
formed.—Krylon, Ine. 

For Details Circle 112 on INQUIRY CARD 


STRIP AND TIN plastic insulated 
wire and leads on small parts simul- 
taneously. Electric soldering pot 
holds 34 Ibs. of solder at a maximum 
of 1000° using 150 watts. — Electric 
Soldering Iron Co., Inc. 

For Details Circle 113 on INQUIRY CARD 


PORTABLE press-ironer weighs just 
24 Ibs. Measures 27x21x7 in. Oper- 
ates on 120 volts AC, drawing 1450 
watts. Heat is thermostatically con- 
trolled with settings for all fabrics. 
— Hurley Products Co. 

For Details Circle 114 on INQUIRY CARD 
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SOUTHERN SCREW HELPS SOLVE 


If you are up in the air over a shortage of shelf space, your THE 
Southern Screw distributor will help solve your problem—fast! 


Because he carries the full line of Southern quality screws, 
and because every Southern distributor is a service-minded SPACE 
distributor, he’s ready to act as your fastener stockroom. 
Give him a call today. Let him freshen up your fastener line with USA-made Southern screws PROBLEM 
packed in clean green boxes bearing the EZ to C®© label. an 


And while he’s solving your space problem, he'll help perk up your profit picture, too, with a 


Southern's customer-preferred screws. ~/¥ Sou 
A = 


Sold Through Leading Wholesale Distributors ph da ge 


Warehouses: New York * Chicago + Dallas + Los Angeles 


WOOD SCREWS + STOVE BOLTS + MACHINE SCREWS & NUTS + TAPPING SCREWS + CARRIAGE BOLTS «+ WOOD DRIVE SCREWS 
For Details Circle 8 on INQUIRY CARD 
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HARDWARE 


@ REDI-MARK .... is the hardware 
cloth with a pre-measured edge 
— Clearly marked in color every — 
12 inches. 


@ Count the marks, cut and make 
the sale. 


-@ No more awkward inaccurate 
Measuring . . . no more giving 
away profit. 


@ REDLMARK ...... A PLEASURE 


M THE LINE WITH THE 
ERENCE! | 


GILBERT AND BENNETT MFG Co. 


fet Tel cert oh) same Orelalae Blue Island, Ill. 
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YOU'LL MAKE SWEET SALES MUSIC 


with a 


TORO PROGRAM DEALER PLAN 


KtR RS RAE ROK He RKO He 


Here’s A Program Of & Smash Hits! 


(Some all-time favorites and a couple of new- 
_comers that add up to a symphony of sales. ) 
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| 1 TORO PRODUCTS scientifically stocked to match 
your market. Whirlwinds (3 models less than $100— 
bag included) «Sportiawn Reels e Sportsman, Pony, 
Colt Riders « Power Handle (Lift-off engine). 


a 92 TORO LOCAL ADVERTISING PROGRAM pianned 
and timed to build maximum traffic. Local news- 
paper, radio or TV «Local Co-op plan « Phone direc- 
tory listing. 


= 53 TORO MERCHANDISING MATERIALS to turn 
lookers into buyers. Spring display kit e Other display 


4" LOOK MAGAZINE LUCKY NUMBER PROMOTION, 

_ a unique and intriguing sweepstakes, will bring thou- 

sands of prospects into Toro dealerships all over the 

country. (Just one part of the biggest national adver- 
_tising campaign in the industry.) 


; 5 TRADE UP COUPON PROMOTION, a $10 trade-in 
deal, promoted through national and local advertising, 
is another big traffic builder: . 


©) toro ACCESSORY MERCHANDISING PLAN to 
give you those ‘‘extras'’ to snare bargain hunters. 
Dealer accessory merchandiser e Accessory kit e Lawn 
Vac Kits « Leaf cleaning kit e Leaf Bag kit. 


”? TORC AUTHORIZED SERVICE DEALER PROGRAM 
to keep ‘em sold after they’re sold. Parts program e 
Promotional program. 


(Qa (©) TORO CONSUMER FINANCE PLAN to make you 
easy to buy from. Toro time. 


Strike up the music and start selling to beat the band. Sign 
up with the sales-building Toro Program Dealer Pian today. 
For full information contact your Toro distr or write to: 
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go through hell-and-high-water if you must, but 


GOTO THe 
54% CALIFORNIA 
GIFT SHOW 


LOS ANGELES 


JANUARY 21-26 


Go to any lengths to get there. This is 
your chance to see the wonderful world of 
gifts—everything from functional to 
fanciful from everywhere in the world... 
gathered together for a magical 

six days in four, easy-to-shop buildings : 
MERCHANDISE MART 

BRACK SHOPS « BILTMORE HOTEL 
AMBASSADOR HOTEL 


Today—the great big world of 
merchandising is moving faster than ever 


before. Are you with it? Only at the Show 


CAN YOU See the very latest in everything . 


new materials, new designs, new resources, 
new methods, new concepts of 
merchandising. Come to the Market Place 
of the Gift World. Compare... select. 

Get your ear to the ground... 

there are new ways to profit... 
Come...See...Learn all about 

them at the 54th California Gift Show. 
Managed by Trade Shows Ltd. 
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W. W. Cross & Company - Jaffrey, N. H. 





yi Cross Tacks, Brads, Nails and Staples now redesigned for 
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SAILING 


Start things moving at your marine supply 
counter with CHILTON’s fast-selling 


MODERN BOATING GUIDE SERIES 


ERE are the latest books in the most 

enthusiastically received series to 

hit the country’s marine supply coun- 

ters. Let these point-of-sale, quick turn- 

over items lead your customers on to 
more marine goods purchases. 


GUIDE TO BOATMANSHIP, SEAMANSHIP 
AND SAFE BOAT HANDLING 

By Branpt AyMaR and JoHN MARSHALL. 
Large, step-by-step photographs and easy- 
to-follow directions tell the new boat owner 
how to run his craft, and help the old-time 
owner brush up on seamanship. 


GUIDE TO SAILING 

By Leonarp M. Fow te. Here, in one fully 
illustrated book, is all the beginner has to 
know about the art of sailing, clearly ex- 
plained for youngsters and adults alike. 


HANK BOWMAN’S GUIDE TO CARE AND 
REPAIR OF YOUR OUTBOARD MOTOR 
A seasoned expert tells how to keep a well- 
maintained motor, how to spot danger signals 
before it’s too late, and what-to do if a break- 
down does occur. 


CARE AND REPAIR OF YOUR 
INBOARD ENGINE 


By Epwarp H. Nass. Complete coverage of 
all gasoline engines including new light high- 
performance V-8’s, plus diesel engine main- 
tenance and troubleshooting. 


THE GALLEY COOKBOOK 


By Heten Lyon ApAMsON and Hans Curis- 
TIAN Apamson. For the galley slave who 
relishes simple but gourmet 10-30-minute 
recipes for top-of-stove or galley-oven (col- 
lapsible) cooking. 


Order from your marine distributor, or direct from: 


CHILTON COMPANY seth and Chestnut Streets, Philadelphia 39, Pa. 


OTHER CURRENT BIG SELLERS 


Guide for the Expert Ovtboarder 
By Bob Whittier 


Fitting Out and Repairing Your Beat 

By James D. Canfield 

Hank Bowman's Guide 

To Buying Your Boat 

Guide Te Equipping Your Boat 

By Bob Whittier 

Bat kee Your Boat From Plans and Kits 


Usi ‘can Soot For Fishing 
By “Buck” Rog 
Tommy Bartlett's Guide To Water Skiing 





Each 128 pages, packed with photos 
$1.95 paperback $2.95 ciothbound 


FREE wire counter rack (11” x 12%” 
x 16%”) holding 48 paperbacks or 40 
clothbound books. Free with minimum 
order of 24 assorted titles, either edi- 
tion. 40% off list price to dealers. 














A Letter: 
From One President To Another 


President Kennedy's Request to Steel Industry to Keep Prices Down 


Inspires a Steel Company President to Point Out the Plight of 
the Steel Industry, Particularly "Little Steel" . . . Small Profits, 
High Labor Costs and Heavy Import Competition are factors 


to Consider 


September 14, 1961 


The Honorable John F. Kennedy 
President of the United States 
The White House 

Washington, D. C. 


Dear Mr. President: 


I have received your letter of September 6, 1961, 
wherein you express concern for the stability of steel 
prices and make the statement, based on estimates of 
your Economic Advisers, that the steel industry can 
look forward to good profits without an increase in 
prices. 

I am quite concerned, Mr. President, that you would 
make such a far-reaching statement without first con- 
sulting with the steel industry itself. May I respect- 
fully suggest that your Economic Advisers have em- 
phasized industry-wide averages, which by-pass com- 
pletely the serious plight of “little steel.” 

I appreciate this opportunity to present to you 
certain vital facts concerning the steel industry and 
particularly ‘little steel’ companies. 

I can join with your advisers on the desirability of 
good profits enabling the steel industry to hold the 
price line, but I must also join with your advisers’ 
statement that their profit forecast was “most haz- 
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ardous.” Rising costs, intensive competition, both 
foreign and domestic, falling prices in some of our 
important product lines, and other economic factors 
beyond our control, make it difficult for our company, 
and other “little steel’ companies who manufacture 
CF&lI-type products, to forecast the higher profit 
levels that you have outlined. 

The American Iron and Steel Institute reported the 
following steel company profits for the six months 
of 1961 compared to the six months of 1960 and 1959: 


NET PROFIT 
1959 1960 1961 


$318,416,351 $352,693,520 $ 80,393,790 
466, | 66,753 205,362,004 190,586,663 


$784,533,104  $558,055,524  $270,980,453 








First quarter 
Second quarter 








Six months 


In analyzing these figures with respect to individual 
companies, we find that dividends have been cut by 
some producers, eliminated by others and, even 
though maintained by still others, in some cases their 
profits did not cover dividends, As a matter of fact, 
in reviewing the reports of 19 integrated steel com- 
panies, we find that seven did not earn their regular 
dividend, some have not paid a common stock divi- 


(Continued on page 23) 











Advertising, Credit and Tourists 





have “busted” ourselves to get 
it, if possible. 





.| Those new Kem-tone and Kem- 
gle colors! Ooo-la-la! Jim has 
them in the paint department. 


{ 
| 


Bill says to tell everyone of the | j 


“Ortho”’ deal—with the purchase | 
of one quart Ortho liquid Rose 
Food, regularly priced $1.39— 
now selling for $i—we give free 
one plastic rose duster. 

Now—next week, I'll give you 
the recipe for fish ’n chips 
straight from the Duchess’ mouth 
and believe m¢, I'm not kiddin’. 

We have a new helper in the 
office. We agg Snooks! 

y, 
HAZEL 


SANTA YNEZ VALLEY 


HARDWARE 


Solvang - Phone 6051 





Old-Time Hardware Firm Finds Modernized Store Increases 
Sales in Famous Danish Community . . . Newspaper Adver- 
tising and Public Activities Keep Store in Spotlight 


POPULAR COL- 
UMN in local 
newspaper is 
written by Mrs. 
Hazel Sechler. 
The chatty col- 
umn runs consist- 
ently and has 
stimulated many 
sales in the store. 


Santa Ynez Valley Hardware 
Solvang, Calif. 


IN SEPTEMBER the City of Solvang celebrated its 
50th birthday anniversary. As towns go this is not so 
old, but what makes the Solvang celebration news is 
that it is a celebrated Danish-American community 
that has been attracting thousands of tourists since 
it was started. 

The 2600 people who live in Solvang played host to 
their neighbors and many visitors. 

The town is located about 35 miles north of Santa 
Barbara, Calif., near the Pacific Coast. It is about 
three miles off the main highway, route 101. 

Among the businessmen of Solvang who helped in 
putting on the celebration was William D. Hanly, pres- 
ident of Santa Ynez Valley Hardware. He is also presi- 
dent of the Solvang Business Association. According 


SPORTS AL- 
COVE has sev- 
eral specially 
built displays. 
One is the wood- 
en horse which 
holds the beauti- 
ful leather saddle 
which attracts at- 
tention of many 
persons in the 
Santa Ynez Val- 
ley who enjoy 
horsemanship. 
Fishing rods are 
displayed in 
unique triangle 
display unit. 
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Build Business 


He 


MANUFACTURERS’ DISPLAY fixtures used extensively 
throughout store. The manager feels that they are well 
designed and produce sales. 


to Hanly, it is like being mayor of the town particu- 
larly when there is some town celebration being spon- 
sored or co-sponsored by the organization. 

The corporation that he heads acquired Santa Ynez 
Valley Hardware in 1953. It was started 35 years ago. 

Just about a year ago they moved into their new 
building which has a very modern all-glass front. This 
is quite a contrast to most of the buildings in Solvang 
which follow the Danish architectural plan. However, 
the store still attracts many of the thousands of visi- 
tors who come to see this unique village. 

According to Hanly about 2000 to 3000 persons visit 
Solvang each week during the summer and about 1000 
to 1500 during the winter months. The hardware store 
features many giftwares and imported items for this 
trade. 

Most of the business, however, is done with the peo- 
ple of Solvang and in the adjacent trading area. The 
entire trading area has a population of 5000. Hanly 
has built up many customers in this area through 
steady advertising and an aggressive credit program. 
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TWO DEPARTMENTS meet at this corner. To the left 
are hand tools and utility items. To the right is the 
sporting goods alcove. 


Their budget plan has proved quite popular and all 
the store employees try to sign up new customers on 
this plan as soon as possible. “The customers with the 
budget plan never quite pay it up,” says Hanly, “they 
keep adding purchases as they pay.” 

The budget plan makes impulse buying easy as does 
the method of display at the store. Practically every- 
thing is out on open display and priced. Some spe- 
cialty items and industrial type of supplies are located 
in back of the store or in a special room at the side of 
the store. 

The new store is about twice as large as the old one 
with 6500 sq. ft. for retail sales. The new space al- 
lowed for expanding the power tool and sporting 
goods departments in particular. However each de- 
partment was expanded in the number of lines shown 
on the display units. 

The sporting goods department is contained in an 
open alcove off of the main sales floor. This makes it 
possible to highlight sporting goods merchandise and 
give it an excellent setting. 

Each department was given its own color scheme. 
For example, the sporting goods department walls are 
cream colored with white fixtures trimmed in peach. 
Some of the gondolas are painted green and trimmed 
in gray and some painted tan and trimmed in blue. 
Utility items and tools are in gondolas in wall sections 
that are painted in blue. The tool wall section is 
painted in yellow. Such a myriad of colors makes the 
interior of the hardware store very attractive and 
pleasant. 

There is a special wire enclosed room at the right 
side of the store for heavy garden goods, mowers and 
other equipment. This is separated from the main 
store by a truck entrance. 

There is quite an area in back for trucks and em- 
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CENTER SECTION shows check-out stand near front 
doors. There is ample space between gondolas. Note 
many manufacturers’ special display stands in aisle. 


ployee parking and over-flow parking for customers. 
Most of the customers park directly in front of the 
store. 
Firm is a Steady Advertiser 

From two to three per cent of the store volume is 
used for advertising. Most of this goes into news- 
papers. Hanly believes in having consistent advertis- 
ing in newspapers. One of the special features that has 
made quite a hit in the Santa Ynez Valley News is a 
special column sponsored by the firm called ‘“‘Here’s 
Hazel!” This is written by Mrs. Hazel Sechler. It is a 
chatty column and has built up excellent readership 
over the years with such things as recipes, letters 


FLOOR-TO-CEILING FIXTURE displays many beautiful 
giftware items on glass shelves. This serves as window 
display as well as in-store fixture. 


MODERN all-glass front allows good vision to the color- 
ful interior and window displays. Store has 6500 sq. ft. 
of sales space. 














from out-of-state tourists, and just good homey infor- 
mation. It also promotes one or two items that are 
being featured by the store. A sample copy is shown 
here. 

Hanly says that this type of advertising has payed 
off and does not depend upon price cutting. 

There is a complete fix-it shop in the store where 
guns, lawn mowers, appliances and almost any other 
home gadget or equipment can be repaired. 

The store has a total of seven employees including 
Hanly, a part-time and a full-time bookkeeper. The 
assistant manager is James Pace who has been with 
the firm for more than six years. 


MEN'S SECTION contains tools and utility items. At 
back of photo is sporting goods department. Wheel 
goods are displayed on platform above wall section. 
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A Letter— 
(Continued from page 19) 


dend for some time, several returned a small and in- 
adequate profit, and five of the companies showed an 
actual loss in the 1961 period. 

One of our principal problems has been the large 
tonnages of foreign steel imports in CF&I-type prod- 
ucts and the small quantities that have been exported. 
In the first six months of 1961, for example, U. S. 
imports of our type of products such as wire rods, 
nails, barbed wire, pipe, wire, reinforcing bars, etc., 
totaled 1,266,329 tons. Exports of these products 
totaled only 458,350 tons. Imports of concrete rein- 
forcing bars, one of the most important products of 
our Pueblo, Colorado, plant, were 256,017 tons and 
total exports only 5,469 tons! Imports of nails were 
110,656 tons and exports only 1,697 tons! 

Companies manufacturing CF&I-type products have 
been hard hit by this imbalance between imports and 
exports. The disheartening aspect is that in June, 
1961, imports of steel mill products rose to the high- 
est point in 14 months—while exports fell off to half 
of last year’s mark for the month! This large volume 
of lower-priced imports from low-wage countries has 
presented a most difficult distribution problem in the 
market areas that our company has served for many 
years. 

The members of our steel industry are also deeply 
concerned that the U. S. share of total world steel 
ingot production has, since 1950, declined by nearly 
half, from 46 per cent down to 26 per cent. 

In view of your statement in paragraph three of 
your letter which reads: “Steel prices have been 
stable since 1958 . . .”, you will find the following 
statement taken from the U. S. Department of Com- 
merce Bulletin of July 28, 1961, most interesting: 

“The average wholesale price of finished steel, 
as measured by the U. S. Bureau of Labor Sta- 
tistics Index (1947-49100), dropped from 
186.2 at the beginning of this year to 185.4 as 
of July 11, the lowest point since August, 1958. 
The peak was 187 in January, 1959. The more 
recent price cuts are not reflected in the price 
index. This decline in the finished steel price 
index to its lowest point in three years has been 
brought about by an outbreak of price cutting 
. . . These reductions were made to meet com- 
petition from other steel companies, other ma- 
terial and imported steel. There have been no 
announced changes in prices of the major car- 
bon steel products (plates, sheets, shapes.)” 

It is most significant that price reductions referred 
to in the Commerce Department’s bulletin have been 
concentrated largely on those steel products that have 
been imported in large quantities into the United 
States. The effect of these price reductions has al- 
ready felt in reduced profits. 

We feel a deep responsibility in striving for suffi- 
cient profit from our operations to establish the high- 
est degree of job security for our employees; enable 
us to continue to expand and modernize our plants 
and properties, and to assure our shareholders a fair 
return for the use of their money. Profits must not 
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only be large enough to absorb the day-to-day op- 
erating costs, but must also provide for the replace- 
ment of equipment. This is especially true in the steel 
industry where modern efficient machinery is a vital 
factor in competing with foreign producers. 

In a recent Treasury Department survey, 20 steel 
companies indicated that allowable depreciation de- 
ductions averaged only about two-thirds of the cost 
of maintaining their production facilities, let alone 
replacing them. One of the most important steps that 
could be taken for steel and other basic American 
industries would be to liberalize allowances as has 
been done by many other foreign countries. 

Presently, the steel industry is investing in new 
equipment at the rate of one billion dollars a year. 
As a result, long-term debt has risen to a new high 
—nearly $2.5 billion at the end of 1960. This has 
more than tripled in a decade and appears to be still 
going up. Steel companies are paying off this debt 
to the tune of nearly $100 million a year or four times 
the rate of 10 years ago. Without sufficient deprecia- 
tion and profits to draw upon, the American Steel 
Industry must build and modernize on borrowed 
money. 

This rising debt is the price that American steel 
companies are paying for progress in an era of tough 
competition. It may be looked upon also as part of 
steel’s contribution to sustaining employment. 

I sent you a telegram on December 9, 1960, urging 
that the 25 per cent differential be re-established 
whereby the Government awards contracts to Ameri- 
can companies over foreign companies so long as our 
bid does not exceed their’s by more than 25 per cent. 
I am still of the opinion that this would be an effective 
step in helping to sustain profits and high level em- 
ployment. 

In a recent letter to our CF&I employees I stated 
that manufacturers, labor unions and the Government 
must unite in a common effort to keep the Ameri- 
can Steel Industry competitive at home and abroad. 
In my opinion, their unity and cooperative effort is 
even of greater and more vital importance today. 

I need not emphasize, I am sure, the crucial role 
our nation’s steel industry must play in the present 
dangerous cold war atmosphere and its role in main- 
taining America’s arsenal of defense. We cannot 
allow the steel industry to become “second best.” Yet, 
as world steel production figures show, this is happen- 
ing. If the managers of the American Steel Industry 
are to turn this dangerous tide, we must have the 
Government’s constructive help rather that its psy- 
chological threats and pressures. 

I have tried to outline in great detail, Mr. President, 
some of the areas in which the Government could be 
of assistance in this critical period when our eco- 
nomic as well as our military strength must be main- 
tained. 


Respectfully yours, 


A. F. Franz 
President, 
Colorado Fuel & Iron Corporation 
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SANTA CLAUS peers out of window at Offen Hardware. Sign calls attention to Toyland. 


Toys and Garden Supplies Alternate 
In Special Display Room 


Separate Sales Room in Back of Store is Used for Seasonal 


Display of Toys and Garden Supplies . 


. . Portable Perforated 


Board Displays Have Helped Double Sales . . . Dealer Sells Toys 
to Local Companies for Their Employees’ Children's Christmas 


Parties .. 


Offen Hardware 
Greeley, Colo. 


A SALES ROOM, in the rear of Offen Hardware, 
Greeley, Colo. is completely converted from garden 
shop to Toyland annually. 

In the spring, Toyland vanishes and the store takes 
on its supplies of gardening needs. Then in October, 
the same room is transformed into Toyland. 

This planned revision, which is accomplished easily 
with portable perforated board displays, has doubled 
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. Power Mowers Are Demonstrated on Lawn Strip at 


Side of Store 


sales on this seasonal merchandise over the normal 
shelf and counter displays of previous years. 

The 20x40 ft room is more than paying its way, 
revealed Walt Offen, owner, who has been associated 
with the hardware business for 20 years. 

“It costs just as much in taxes, heat and lights to 
keep the rear portion of a store as it does the front, 
so why not make it pay its way?’ Offen asked. 
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Instead of being used as a storage and catch-all for 
merchandise not checked in, the room serves as Santa 
Clausland from October to February and a garden 
center from February to October. 

“I feel that only by giving customers a selection 
coupled with price and quality can we expect them to 
visit our store,” commented Walt. “In season, we 
stock about $3000 in toys and about $10,000 in garden 
and lawn equipment.” 

“By use of perforated board walls it is a simple 
matter to convert from one type of display to another. 
Our center aisle wall, also with perforated board on 
both sides, is portable. All we have to do is loosen a 
couple of floor bolts from the base of the wall and 
remove the section entirely if we want to make a mass 
floor display at anytime.” 

Offen has developed a way to help reduce his toy 
inventory at the end of the holiday season. Prior ar- 
rangements are made with various local firms who 


OWNER WALT OFFEN pushes a customer's purchases 
toward the side entrance leading to the parking lot. 
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play Santa Claus to their employees’ children parties. 
At present he has lined up six firms that purchase 
from 50 to 125 gifts each. Offen gift wraps and deliv- 
ers the toys to these company-sponsored Christmas 
parties. 

The average gift runs around 59-69¢ for children 
under 12. Gifts for those over 12 average $1-2 each. 

Any toys left after the party sales are held over 
until the following October when a clearance sale 
marks the opening of Offen’s toy department. 

Located in a residential area shopping center, Offen 
wanted to get in on the boom in garden and lawn 
sales. But his 6000 sq ft store was already packed 
with merchandise. 

“This room appeared to be the answer. It has a side 
entrance which is ideal for gardeners who dash in 
hurriedly to pick up some needed items,” added Offen. 

A small lawn is maintained on the parking next to 
the side entrance. During the day a mass display of 
lawn mowers, on this lawn, attract passing traffic. 


THE $3000 INVENTORY of toys is neatly displayed on 
perforated board shelves. Stockings and packaged toys 
hang on hooks. (Lower right shelf.) 





MASS LAWN MOWER DISPLAY 
attracts attention of passing mo- 
torists as well as foot traffic. The 
lawn on which the mowers are dis- 
played sometimes receives as many 
as 40 clippings within a day or two. 


“This lawn, which is the best clipped in town, is a 
natural place for lawn mower display as well as for 
demonstrations,” continued Offen. 

“Without it any demonstration request would have 
to be done on customers’ lawn. Loading it on a truck, 
hauling it and bringing it back can become a time- 
consuming job. Customers are more easily sold when 
they see a machine at work.” 


OFFEN HARDWARE | 


| TOYLAND 


ENTRANCE 


SIDE DOOR opens directly into Toyland in winter, 
garden shop in summer. Facing the parking area, it 
makes carrying large purchases to cars easy. 
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Offen Hardware is located about 10 blocks from the 
downtown area of this 30,000 population community. 
It draws its trade through consistent advertising. 
Handbills are used periodically—furnished through 
membership in PRO—as well as weekly newspaper 
ads. 

“Keeping a profitable margin can only be obtained 
by utilizing space to its maximum,” maintains Walt. 
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IN FEBRUARY lawn and garden supplies replace toys. 
Many combinations of perforated board fixtures permit 
compact display of numerous odd-shaped items. 
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Garden Sales Tripled By "Visits’ 


Brookridge Hardware Co. 
Englewood, Colo. 


DURING THE PAST TWO YEARS, Bill Thorney, 
owner of Brookridge Hardware Co., Englewood, Colo., 
has more than tripled his sales of garden tcols. He 
has also substantially increased the profit per unit 
sale. 

He has achieved these results on two basic points. 
First, he sells only reliable quality American-made 
garden tools, with no imports whatsoever. Second, he 
has made it a habit to get out of the store, visit his 
garden supply customers, and use the information 
developed by these checks to sell others. 

Like many other hardware dealers who were wor- 
ried over the growing number of minimum priced im- 
ported tools being offered elsewhere, Thorney experi- 
mented with a stock of his own. “That was a mis- 
take,” he said. ‘We found that this line of low-priced 
imported tools simply couldn’t take it. There was a 
rash of complaints, customers brought back shovels, 
hoes, rakes, spades and wanted their money back, 
even though we had advised them against the pur- 
chase. I finally retired the whole stock to the back 
room, and refused to sell any minimum-priced im- 
ports at all.” 

Ever since he has been a hardware dealer, Thorney 
has recognized the importance of being able to “talk 
the customer’s language’ where gardening methods, 
seeds, fertilizer and tools are concerned. With an ex- 
tremely busy hardware store to maintain, he is unable 
to garden himself. But he has done the “next best 
thing” and spends plenty of time in his customers’ 
gardens talking over their experiences. From this he 
has gained a valuable fund of information which can 
be passed along to others. 

The ability to tell a prospect, for example, to use 
a particular type of spading fork to solve a soil prob- 
lem, to plant bulbs deeper, or to select a specific 
fertilizer that will work better in loamy ground has 
helped establish his reputation as an expert. It also 
backs up Thorney’s judgment in advising better- 
priced, durable, dependable garden tools, rather than 
cheap imitations. 

Not infrequently, a customer will rebel at spending 
$6 or so for a spade when he has seen one advertised 
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Dealer Makes About 24 Calls A Month To His 
Customers To See Their Gardens And Talk 
About Their Problems . . . Trips Have Helped 
To Make Him An Expert On Gardening 


ARDEAL SUPPL, 
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ONLY AMERICAN-MADE garden tools are sold by 
Bill Thorney at his Brookridge Hardware Co. He tries 
to upgrade sales with quality tools. 


at only $2.59. At such times, Thorney is able to point 
out a homeowner in the neighborhood who has 
achieved a flourishing garden using the better priced 
garden tool. Thorney’s technique has “graded up” 
many such prospects into buying the better-priced, 
better-quality item. 

Thorney manages to visit around two dozen gar- 
dens a month, appraises each with a critical eye, and 
eventually, uses every one as a steppingstone to bet- 
ter garden tools. His customers appreciate the fact 
that he takes the time to make these calls, and this, 
also, creates a lot of referral business. 

“Cutting prices to meet heavy competition is not the 
way to build garden supply profits,” Thorney empha- 
sized. 
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HANGING DISPLAY 
SELLS WHEELBARROWS 


Hammerhead Hardware 
La Mesa, Calif. 


OUTSIDE DISPLAY produces consistent sales for 
wheelbarrows and ladders. Six wheelbarrows are sus- 
pended on heavy chains in front of the store. Three 
hang at each end of the store’s canopy. Directly 
under them is a display of various sizes of step 
ladders. 

Whether the wheelbarrows catch the eyes of the 
customers and lead them to the ladders or whether 
the ladders catch their eyes and lead them to the 
wheelbarrows is a matter of individual reaction. Either 
way both of these items move in a consistent manner 
at Hammerhead Hardware, 7769 University Ave., La 
Mesa, Calif. 

The store owner, Tom Smith, says “We've never 
run an ad on wheelbarrows or ladders.” The display 
does it. 


P es 


SALES JUMPED after wheelbarrows were suspended from 
the overhang at Hammerhead Hardware, La Mesa, 
Calif. Chains attached to the overhang by steel wire 
screw hooks hold the wheelbarrows. 


Upper Space Display Sells Power Mower 


PROSPECTIVE CUSTOMERS 
find it easy to examine thoroughly 
the power lawn mowers sold at 
Compton Hardware, 226 E. Comp- 
ton Blvd., Compton, Calif. This 
merchandise display, made of pipe 
by employees, allows customer 
to see underneath a power mower. 

The swivel type display stand 
was constructed to hold the work- 
ing part of the mower at eye level. 
Customers can easily turn the 
mower and look it over from top 
to bottom. This eliminates the tir- 
ing procedure for sales people, of 


A TWIST OF THE WRIST and the 
bottom of the power lawn mower is 
in view. Another twist and the front 
is in view. Base takes so little space 
that four mowers can be displayed 
underneath. 


tipping or lifting the machines to 
explain features on the underside. 
Not only is the mower easier to 
demonstrate, but the display be- 
comes a time saver as well. Even 
a woman employee can demon- 
strate heavy mowers on the rack 
without male assistance. 

From its high perch, the mower 
draws attention of everyone in the 
sales area. Many who have no use 
for a power mower at the moment 
nevertheless walk to it and turn 
it around. But more important, 
true prospects thoroughly examine 
the power mower, even when the 
clerks are busy elsewhere. 

Sales have shown such an in- 
crease that another display is be- 
ing planned for the near future, 
so that more than one type of ma- 
chine can be demonstrated at a 
time. 
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NEW PRODUCTS — 


Continued From Page 11 





TWO YEARS OF TESTING this 
“Easy Spin” starter leads manufac- 
turer to claim it reduces starting 
effort by 50 per cent. Easier starting 
makes “on-the-handle” starting de- 
vice possible.— Briggs & Stratton 
Corp. 

For Details Circle 115 on INQUIRY CARD 


DELUXE RIDING MOWER is de- 
signed with a low center of gravity. 
Its 24 in. cutting reel has five self- 
sharpening blades. — Pennsylvania 
Power Mower Div., American Chain 
& Cable Co., Inc. 

For Details Circle 118 on INQUIRY CARD 


¥ 


BOLO TYPE TINES adjust to tilling 
widths from 14 to 26 in., with exten- 
sions available to 37 in. Three hp, 
four-cycle engine has power reverse. 
Handle adjusts to operator. — Dille 
& McGuire 

For Details Circle 121 on INQUIRY CARD 
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WHY WATER THE WALK? Rec- 
tangular areas as small as 2x4 ft. 
and up to 20x40 ft. are watered by 
“Rectangle-spray.” Nylon whirling 
vane breaks up water stream from 
the metal sprinkler.—Proen Products 
Co. 

For Details Circle 116 on INQUIRY CARD 


HANDS NEVER LEAVE THE HAN- 
DLE of 21 in. transmission propelled 
rotary. Clutch engaging mechanism 
is in the handle. Three hp, four-cycle 
mower has new light, strong blades. 
— Moto-Mower, Inc. 

For Details Circle 119 on INQUIRY CARD 


NO TOOLS NEEDED to interchange 
the many attachments for this riding 
mower. Unit floats to follow ground 
contour. Has auto-type steering and 
four forward speeds plus reverse.— 
Ariens Co. 

For Details Circle 122 on INQUIRY CARD 


SCOOTER BECOMES MOWER in 
just two minutes. Remove two bolts 
at front axle and replace mowing 
head with scooter wheel. Reel type 
mower mows at speeds to 3 mph or 
as scooter goes 35 mph.—Wesco 
Products 
For Details Circle 117 on INQUIRY CARD 





OVER 40 garden mower and tractor 
brands will carry this engine in ’62. 
Single unit magneto generates 300 per 
cent hotter spark while giving great- 
er hp.—Lauson Power Products Div., 
Tecumseh Products Co. 

For Details Circle 120 on INQUIRY CARD 


UNIQUE POWER SHIFT provides 
low speed for starting and fast speed 
for cutting. Chain saw has three posi- 
tion throttle and on-off trigger. — 
Thomas Industries, Inc., Wright Saw 
Div. 

For Details Circle 123 on INQUIRY CARD 
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Use Inquiry Postcard for Further Information About NEW PRODUCTS 





BURN 24 BUSHELS of leaves at one 
time in this portable leaf burner. The 
80 x 42 x 48 in. burner pushes easily 
on 12 in. semi-pneumatic tires and 
can be towed by a tractor.—Wagner 
Iron Works 

For Details Circle 124 on INQUIRY CARD 


A SHARP KNIFE cuts pipe to de- 
sired lengths for do-it-yourself sprin- 
kler system. No cementing, clamps or 
wrenches needed. Plastic system is 
leakproof and will withstand 160-lb. 
pressures.—Rain Jet Corp. 

For Details Circle 127 on INQUIRY CARD 


ca / me 


ADJUSTABLE ground clearance 
from % to 1% in. permits use of 
snow blower on paved or gravel areas. 
Narrow wheels permit snow removal 


close to buildings. Controls are in 
handle.—Salmanson & Co. 
For Details Circle 130 on INQUIRY CARD 
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NEWLY DESIGNED estate tractor 
has many optional attachments. 
Among them a rotary and reel type 
mower, snow blade, tiller, plow, cul- 
tivator, disc and two-wheeled cart.— 
Tom Moore Tractor, Inc. 

For Details Circle 125 on INQUIRY CARD 


DESIGNED ESPECIALLY for use 
on Gravely tractors, this 48-in. mower 
features full 47-in. cut. Blades are 
designed to create a vacuum which 
lifts grass upright for mowing.—Pen- 
nington Mfg. Co. 

For Details C’rcle 128 on INQUIRY CARD 


CORDLESS, BATTERY - POWERED 
mower works 11 to two hours on one 
battery charge. Battery charger, 
plugs into any outlet, included. 
Charger will also recharge 12-volt 
auto battery—Motor Wheel Corp. 
For Details Circle 131 on INQUIRY CARD 


ADJUSTABLE NOZZLE is one of at- 
tachments on RediMix Garden Master 
sprayer. It will spray up, down or to 
the side. New plastic jar available to 
replace glass jars on sprayers. — 
Sprayers & Nozzles. 

For Details Circle 126 on INQUIRY CARD 


ROUGH GOING is made easy with 
front wheel extender that attaches to 
mower to give greater housing clear- 
ance. Extender holds housing level on 
steep terraces and rough lawns.— 
Atlas Tool & Mfg. Co. 

For Details Circle 129 on INQUIRY CARD 


LARGER SIX AND SEVEN HP trac- 
tors will have three speeds forward 
and reverse. Electric starting is 
standard on seven hp model. Rachet- 
lever height adjustment requires no 
tools —Quick Mfg., Inc. 

For Details Circle 132 on INQUIRY CARD 
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WHITE BAKED-ON ENAMEL finish 
covers aluminum trellis. Packed 
knocked down, it can be assembled 
without tools. Three sizes have 4, 5 
or 7 blades depending on height.— 
Nichols Wire & Aluminum Co. 

For Details Circle 133 on INQUIRY CARD 


SET IT AND FORGET IT. Oscillat- 
ing sprinkler has timer with five set- 
tings from light sprinkling to heavy 
soaking. Planned to prevent wasted 
water and flooded lawns.—Melnor In- 
dustries, Inc. 

For Details Circle 136 on INQUIRY CARD 


re . eee 
t <a . OES. 


POWER LAWN RAKE has tines that 
“give way” if they strike a rock. 
Powered by a three hp, four cycle en- 
gine, it has six-to-one reduction gear 
and remote throttle control—F. D. 
Kees Mfg. Co. 

For Details Circle 139 on INQUIRY CARD 
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FOLD this lightweight two-wheeled 
garden cart and hang it on wall. Steel 
frame supports green canvas rein- 
forced bag. Use in the garden or for 
shopping or laundry.—Disston Div., 
H. K. Porter Co., Ine. 

For Details Circle 134 on INQUIRY CARD 


RAKING LAWNS will be virtually 
eliminated by this rotary three hp 
Gyro-Vac power mower according to 
the manufacturer. Suction picks up 
clippings and twigs from lawn beds. 
—Pioneer Gen-E-Motor Corp. 

For Details Circle 137 on INQUIRY CARD 


FRONT-CUTTING REEL MOWER 
clips grass before wheels can flatten 
it. Doubles as riding or walking unit. 
Its 3% hp engine delivers speed up 
to 4.6 miles per hour. Trims close to 
trees and walls.—Toro Mfg. Co. 

For Details, Circle 156 on INQUIRY CARD 


INSECT REPELLENT is embedded 
in vermiculite. Odorless vapor repels 
insects such as gnats, sand fleas or 
mosquitoes but is unnoticeable to 
humans. Scatter by hand like seed.— 
ChemSpex, Inc. 

For Details Circle 135 on INQUIRY CARD 


LIGHTWEIGHT, 35 lb. electric mower 
hangs up for storage. Swing-over 
handle gives two-way mowing—re- 
verse direction without turning mower 
around. Leaf mulcher attachment is 
available-—Sunbeam Corp. 

For Details Circle 138 on INQUIRY CARD 


PLASTIC CONTAINER on ieavy 
duty steel truck does light or heavy 
hauling at home or business. With 
top on it holds wet laundry, weeds; 
top off it hauls trash, groceries, ete. 
—Como Plastics, Inc. 

For Details, Circle 157 ON INQUIRY CARD 
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; Self-service display merchandiser 


from CAMPBELL CHAIN 


“doit yout 


O80 O86 


with CAMPBELL CHAIN 


AdAaZ 


” ica in 2 3 
lat Sas en =” 
Saber anak Pah 2 Ce 


Two useful chain merchandisers with 
a variety of small welded and weld- 
less chain assortments and Proof Coil 
Assortments in 3/16” through 3/8’s. 
All reels are interchangeable. The 
Merchandiser takes up only one 
square foot. Give chain a better dis- 
play that will mean more sales .. . 
and you earn over 100% markup. 


doit a, 





| 
with CAMPBELL CHAIN 





CAMPBELL CHAIN COMPANY 


= 3 FACTORIES: York, Pa.; West Burlington, lowa; Union City, Calif. 


Front loading * Handy chain-end 
holder * Bins for accessory items 
* Interchangeable reels * Sug- 
gested price stickers * Variety of 
assortments * Cutters for light 
chain assortments free . . . nom- 
inal charge for cutter for Proof 
Coil Chain assortments. 


Get information from your Campbell 
wholesaler, or write direct. 


WAREHOUSES: Medford, Mass.; Atlanta, Ga. Dallas, Texas; 
Chicago, lll.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif. 
For Details Circle 13 on INQUIRY CARD 









NEW PRODUCTS 


HOMEMAKERS should like these 
lightweight lopping shears. Polished 
metal handles have molded plastic 
grips. Cutlery steel blade is hardened 
and ground to a keen edge.—Seymour 
Smith & Son, Inc. 

For Details Circle 158 ON INQUIRY CARD 


RING UP SALES with this highly 
polished solid brass barbecue and pa- 
tio bell. The 4'1.x4% in. bell comes 
with a satin black pony shoe bracket 
in its own colorful box.—Bevin Bros. 
Mfg. Co. 

For Details Circle 143 on INQUIRY CARD 


BEAUTIFY OIL FINISHES with 
two products now available to retail- 
ers. Both products clean, polish and 
preserve wood finishes. Satin-Wax 
may also be used for mar le, slate 
and terrazzo.—Watco-Dennis Corp. 
For Details Circle 145 on INQUIRY CARD 
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MERCHANDISING 


AIDS 


SEND FOR HELPFUL ITEMS BY CIRCLING NUMBER ON CARD ON PAGE 34 





FLASHING LIGHTS demonstrate 
three sprinkler heads of underground 
sprinkling system. Display is effec- 
tive on both sides for gondola use.— 
Rain Jet Corp. 

For Details Circle 175 on INQUIRY CARD 


FIVE SPRAYERS are displayed in 
less than three sq. ft. Traffic-stopping 
red and yellow unit features Model 
133 compact garden sprayers.—Root- 
Lowell Corp 

For Details Circle 176 on INQUIRY CARD 
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AWARD-WINNING DISPLAY for 
Shear Magic Standard grass shears is 
combination shipping carton and table 
or floor unit. Design awarded by 
Fibre Box Association competition.— 
Hardware and Industrial Tool Co. 
For Details Circle 177 on INQUIRY CARD 


> Gift Cutlery Cente: 
= =f = 











| 
GIFT CUTLERY CENTER display 
unit holds up to 10 pieces of assorted 
cutlery sets. Black wrought iron unit 
will fit on table or can be used on 
perforated board unit. Measures three 
ft. wide and 30 in. high.—Robeson 
Cutlery Co., Ine. 

For Details Circle 178 on INQUIRY CARD 


CONVERT HOLLER SKATES INTC ice He 


ICE BLADE inserts in display to 
show how roller skates can be con- 
verted to ice skates. Blades fit most 
roller skates. Three-color day-glow 
ink on blade box tells story to cus- 
tomers on conversion.—Chicago Roll- 
er Skate Co. 
For Details Circle 179 on INQUIRY CARD 


COPPER-TONE TIMERS are dis- 
played along with polished aluminum 
timers in this shipping unit. Four- 
color display comes with six timers. 
No winding required with timers. 
Setting the timer starts it for many 
home uses.—Mirro Aluminum Co. 
For Details Circle 180 on INQUIRY CARD 
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GREENLEE 


HAND and 
POWER BITS 


Self-service packages! 
Handy Sets! Bring extra 


impulse sales 


Here’s the fast-selling combi- 
nation of auger and power bits 
to meet most customers’ re- 
quirements. Streamlines your 
inventory .. . speeds turnover 
... “packed with buy appeal” 
to bring you the newest, best 
way to display and sell bits. 


GREENLEE SOLID-CENTER 
AUGER BITS 


(Left) in individual Perma- 
Pak for pegboard and counter 
display . . . invites customer in- 
spection, provides permanent 
container after purchase. In 
sets of six with FREE metal 
workbench rack .. . packaged 
in colorful display carton. 


GREENLEE Z/P BIT 
WOOD BORING POWER BIT 


(Right) with exclusive nonslip 

hex shank . . . individually 

carded for pegboard and 
counter display 
Sets of 6 and 11 
bits with FREE 
metal rack, or set 
of 6 in plastic 
roll... packaged 
in colorful dis- 
play carton. 


Ask your wholesaler for free metal display panel 


for GREENLEE hand and power bits. 


ORDER FROM YOUR WHOLESALER NOW 


TOOLS FOR CRAFTSMEN 


el EL 
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GREENLEE TOOL Co.. | 
1883 Columbia Avenue 
Rockford, Illinois 


For Details Circle 14 on INQUIRY CARD 





for electric drilis 1/4” and targer 
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MERCHANDISING AIDS 


SHELF EXTENDER for Mermaid 
bath brush and bottle brush line. 
Made of heavy-duty corrugated card- 
board. Attaches to any standard 
shelf. Extender can be thrown away 
when empty and replaced with new 
unit. Impulse sales are said to in- 
crease with extender—QOx Fibre 
Brush Co., Ine. 
For Details Circle 181 on INQUIRY CARD 


“TOOL TREE” for “Paint-up and 
Patch-up” tools. Four-sided, revolv- 
ing display has 28 different items. 
Tools have record of equal turnover. 
Display fits 14 in. circle on floor and 
is 68-in. high—Red Devi) Tools. 
For Details Circle 182 on INQUIRY CARD 


DISPLAY TRAY with 12 units of 
household glue has built-in metal 
racks to hold blister packs. No as- 
sembly is necessary. Hang or stand 
two-color tray near check-out counter. 
—Bordon Chemical Co. 

For Details Circle 183 on INQUIRY CARD 


PATENTED COLLAR holds 
Christmas tree branches in staggered 
position of your choice. Foil needles 
mechanically to trunk. Sizes range 
from 244-7 ft. in varied price ranges. 
—Mirro Aluminum Co. 

For Details Circle 184 on INQUIRY CARD 





Use the Inquiry Card 


for more information. 
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| Goodell makes a dollar 
do more thanadollar’s 


—work® There’s no magiCuns 
no twisted wordSaaaae 
just plain old New England 
“horse sense’m= Goodell simply 
uses Small Town economys the 
_latest in equipment plus the 
highest quality materials avail- 
ablem Hundreds of Hardware 
buyers are profiting by these 
‘factsm You should toos 





double loop 


There’s a big, complete line of T&S weldless chain 
in all sizes, metals and types including SASH e 
JACK @ SAFETY e REGISTER e DOUBLE and 
SINGLE LOOP e PLUMBERS’ LINK e NAVY LINK 
e@ FURNACE e BEADED e CABLE e UNIVERSAL 
@ AND MORE PLUS “S” HOOKS and other 
attachments. 


8 CHAINS 


COMPACT, SALES-BUILDER 
CHAIN DISPLAY 


Only 9” wide; 62” deep; 
17” high 


More facts and prices on Be Here’s proof! Tool (as shown) with black, 
wating eek HON A shatterproof plastic handle guaranteed not 
to dissolve when cleaned with acetone or 


paint remover. 59¢ sug. list— 


COMPARE GOODELL QUALITY .. . VALUE! 
THE TURNER & SEYMOUR MFG. CO. Write for Free Sample on your letterhead to- 


West Const Represeatative day and ask about our Discount Schedule. 
SMITH SALES CO. 


Loe Angeles 2, Calera | Son Poeschen he Sule GOODELL COMPANY 
GE ANTRIM, NEW HAMPSHIRE 


For Details Circle 15 on INQUIRY CARD For Details Circle 16 on INQUIRY CARD 
NOVEMBER 1961 








FREE 


Literature 


SEND FOR THIS HELPFUL DATA BY CIRC.ING NUMBER ON CARD ON PAGE 34 


TURFMASTER LAWN MOWERS 
AND TILLERS, catalog, 20 pages, 
four colors, illustrated, introduces the 
1962 line of Dille & McGuire Mfg. Co. 
Photographs show power mowers, 
hand mowers, tillers, power scythe 
and riding mower accessories. Photo- 
graphs also illustrate special features 
of the various models. 

For Details Circle 200 on INQUIRY CARD 


“CORRESPONDENCE COURSE 
FOR DEALERS,” six lessons, has 
been prepared by the Pierce & Stevens 
Chemical Corp. All paint, hardware, 
lumber and building supply dealers 
and their clerks are eligible to take 
this tuition-free course in natural 
wood finishing and refinishing. Charts, 
data sheets, etc., can be kept for later 
reference. 

For Details Circle 201 on INQUIRY CARD 


CHOREMASTER POCKET CAL- 
CULATOR, pocket size, is distributed 
by the Magna American Corp. De- 
signed on the slide rule principle, this 
calculator shows the price range of 
items based either on the cost or sell- 
ing price. A card, enclosed, shows the 
scale of discounts and promotional 
support offered on varying numbers 
of Choremaster tillers. 

For Details Circle 292 on INQUIRY CARD 


MANSFIELD RELIEF VALVE 
bulletin, six-pages, illustrated, two- 
color, is offered by Mansfield Sani- 
tary, Inc. Discusses and describes 
features of the manufacturer’s prod- 
uct. Chart summarizes each valve’s 
specifications. 

For Details Circle 203 on INQUIRY CARD 


“THIRST . . . THE FIRST NEED 
FOR WATER,” 12 pages, two-color, 
7 x 8% in., is available from the F. 
E. Myers & Bro. Co. This booklet 
covers basic facts about the advan- 
tages of a private water system. A 
questionnaire and pump selection 
chart help farm or home owners de- 
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termine which type of pump system 
is best suited to their needs. 
For Details Circle 204 on INQUIRY CARD 


DURHAM MANUFACTURING 
CO. catalog sheets, two sheets, bind- 
er punched, two-color, describes dis- 
play cases for products of the Durham 
Manufacturing Co. One page il- 
lustrates four display racks for Mil- 
lers Falls Tools, Nicholson File Co. 
and Parker Manufacturing Co. The 
second sheet shows three different all- 
metal tool cases for Millers Falls 
Tool Co. merchandise. 

For Details Circle 205 on INQUIRY CARD 


EAGLE ELECTRIC CATALOG, 96 
pages, two-color, illustrated, has been 
released by Eagle Electric Manufac- 
turing Co., Inc. Over 1500 electrical 
wiring devices, such as_ switches, 
transformers, fuses, wall plates and 
lamps, are illustrated. The catalog is 
designed to serve distributors as well 
as dealers, contractors, architects and 
consulting engineers. 

For Details Circle 207 on INQUIRY CARD 


BIFOLD DOOR HARDWARE fold- 
er, 6% x 3% in., illustrated, two-col- 


“GIVEAWAY” for customers is this 
inexpensive children’s coloring book. 
“Fun-to-Color Book” has 16-pages 
with room on cover for dealers to 
stamp or have their name imprinted. 
Available from Liberty Distributors, 
the books can be ordered in lots of 
100 at $1.50 per hundred. 
For Details Circle 206 on INQUIRY CARD 


ors, describes the features of the 
McKinney Manufacturing Co. line. 
The folder suggests four uses for bi- 
fold doors and outlines the types of 
hardware available for each applica- 
tion. Space is provided on the back for 
the dealer imprint. 
For Details Circle 208 on INQUIRY CARD 


PARKER-KALON STAIL'S cata- 
log, No. 8c, illustrated, four-pages, 
is offered by the Parker-Kalon divi- 
sion of General American Transpor- 
tation Corp. Three styles of construc- 
tion fasteners are illustrated and a 
case history is given on each. 

For Details Circle 209 on INQUIRY CARD 


GARVEY CORP. CATALOG, full 
color, covers this company’s complete 
line of price marking equipment and 
supplies for self service and retail use. 
Four new products are introduced. 

For Details Circle 210 on INQUIRY CARD 


FASTGLO PORTABLE HEAT cat- 
alog sheet, printed both sides, il- 
lustrates in full color the new line 
of portable heaters by Fasco Indus- 
tries, Inc. 

For Details Circle 211 on INQUIRY CARD 


SLIPKNOT ELECTRICAL TAPE 
CATALOG, eight pages, full-color, 
illustrated, is published by the Ply- 
mouth Rubber Co., Inc. Full informa- 
tion is given on rubber and plastic 
friction tapes including laboratory 
specifications. 

For Details Circle 212 on INQUIRY CARD 


PRIMUS HOUSEHOLD STOVE 
envelope stuffer, 7%4x10% in., full- 
color, photos and line drawings, is 
offered by Therm’x Company of Cali- 
fornia. A full-color photo shows the 
polished brass kerosene/paraffin stove 
which can be fitted with a roarer or 
silent burner. Reverse side shows 
line drawings of all accessories. 

For Details Circle 250 on INQUIRY CARD 

(Continued on page 37) 
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FREE LITERATURE 


SERVICE PARTS CATALOG lists 
the 1961 selection of repair parts for 
bicycles manufactured by the Murray 
Mfg. Co. 

For Details Circle 163 on INQUIRY CARD 





CHANNELLOCK CATALOG lists 
pliers, hammers and miscellaneous 
hand tools available from the Cham- 
pion DeArment Tool Co. 

For Details Circle 249 on INQUIRY CARD 


SANGO FINE CHINA catalog 
pages in full color are made avail- 
able by Kasuga Sales Ltd. The pages 
show 18 of the best patterns of this 
Japanese import line. 

For Details Circle 251 on INQUIRY CARD 


PRIMUS HOUSEHOLD RANGE 
envelope stuffer, 744 x 10% in., three- 
color, photo and line drawings, is 
available from the Therm’x Company 
of California. Illustrations show the 
kerosene/paraffin burner range and 
its accessory parts. Line drawing 
shows top rail for use on yachts. 

For Details Circle 252 on INQUIRY CARD 


STEELCRAFT STANDARDS 
SHEET, 18 x 24 in., two-color, suit- 
able for framing, illustrated, is avail- 
able from The Steelcraft Manufac- 
turing Co. Line drawings simplify 
selection of proper frame for proper 
wall construction or the proper door. 

For Details Circle 253 on INQUIRY CARD 


CRAFTOOL CERAMICS EQUIP- 
MENT AND TOOLS, 24 pages, illus- 
trated, is available from Craftools 
Inc. All equipment, ranging from 
tools to ball mills and potters wheels, 
is illustrated. 

For Details Circle 254 on INQUIRY CARD 


BARCLAY COATED AND FIBER- 
GLASS PANELS for interior use are 
illustrated in full-color photographs 
in the new eight-page catalog from 
the Barclay Manufacturing Co., Ine. 
Color swatches of all available varie- 
ties of panels are also included. 

For Details Circle 267 on INQUIRY CARD 





REMODELING ??? 
NEW STORE ??? 


HANDY 
GRAPH SHEET 


Ample space is available on this large 
graph sheet to lay-out departments, 
fixtures, gondolas, etc., for a store up 
to 100x150 feet. Scale is %” to 1’. 
Save costly errors—send for this 
GRAPH SHEET — Only 50¢ from 
HARDWARE WORLD, 1355 Market 
Street, San Francisco 3. 
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BOOKS—For Sale and Resale 


HOW TO BUILD AND INSTALL 
HI-FI MUSIC WALL is another in 
the series of home improvement 


books published by Easi-Bild Pattern 


Co., Ine. Retails for 50¢. 
Step-by-step instructions show un- 
skilled homeowners how to construct 
a complete hi-fi wall or just a cabinet. 
Wiring is simplified by complete illus- 
trations. 
For Details Circle 234 on INQUIRY CARD 


“THE COLT GUN BOOK,” cloth- 
bound, 7 x 9 in., 144 pages, hundreds 
of illustrations, by Lucian Cary is 


published by Arco Publishing Co., Inc. 
Retails for $2.50. 

Not only is this the biography of 
Sam Colt but also the story of famous 
Colt users . .. the Derringers, the 
Oakleys and the Earps. Special sec- 
tions list accessories, famous rare 
guns, new models, ammunition and 
competitions. 

For Details Circle 235 on INQUIRY CARD 


“FAMILY BOATING,” 6% x 9% 
in., clothbound, 144 pages, hundreds 
of illustrations, charts and drawings, 
by Lillian Borgeson and Jack Spiers 
is published by the Arco Publishing 
Co., Inc. Retails for $2.50. 

(Continued on page 38) 








Gilson is America’s most complete line with high- 
er profits, one sales policy, exclusive quality 
features, strong and effective promotion and 
dealer co-op advertising. Gilson produces a 


wide range of Tillers - 


plus Mulchers, Mixers, 


Tractors and Mowers, and Karts -- to satisfy ALL 


the needs of your customers. Gilson is handled 
by top AAA reputable Wholesalers and Dealers 


Get in the big Gilson sales league 


GILSON 
KUTUP 


Write, phone 


or wire for detailed information today! 


aC watIsorr Brothers Company 


BOX 152, PLYMOUTH, WISCONSIN 


The [ angesl Producer of yz, Olan Tilo in Ame nll 
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Boating as a sport for the whole 
family is the theme of this timely 
book. A wide range of boats are cov- 
ered as they apply to family boating. 

For Details Circle 236 on INQUIRY CARD 


“BUILDING BARBECUES,” 72 
pages, 175 drawings and photos, is 
published by Lane Book Co. Retails 
for $1.50. 

A new Sunset Book gives descrip- 
tions of different types of barbecues, 
building methods and detailed plans. 
The book covers simple outdoor grills, 
open-air kitchens, fire-pits, deep-pit 
harbecues, indoor styles and smoke 
ovens. 

For Details Circle 237 on INQUIRY CARD 


“HOW TO BUILD AND ENCLOSE 
A PORCH,” No. 613, by Donn Brann, 
illustrated, 82 drawings, is published 
by Directions Simplified, Inc., Easi- 
Bild Pattern Co., Inc. Dealer discount 
on orders of six or more. Retails for 
50¢. 

This is another in a series of home 
improvement books. It gives step-by- 
step instructions on every phase of 
the building. 

For Details Circle 238 on INQUIRY CARD 


1962 BOAT AND TRAILER 
TRADE-IN GUIDE, with over 500 
pages, is one of the Marine Blue 
Books published by Abos Publishing 
Co. Retails for $3.95. 


This year’s Guide is actually a com- 
bination of three books which last 
year sold for $6. All specifications and 
data on 240 outboard boats, 75 in- 
board boats and more than 50 lines 
of boat trailers are covered. Boat 
specifications are included for 1956 
through 1961 and on trailers from 
1958 through 1961. 

For Details Circle 239 on INQUIRY CARD 


EASI-BILD PATTERN CATALOG, 
48 pages, illustrated, lists 300 full 
size do-it-yourself patterns and books 
from the Easi-Bild Pattern Co. Hard- 
bound, spiral-bound dealer edition 
sells for $1. Consumer version retails 
for 35¢ and costs dealers 21¢. 

Whether sold or given away by 
dealers, this catalog should stimulate 
sales of patterns and materials. Each 
project is illustrated in its own nat- 
ural surroundings to encourage in 
homeowners a desire to try building 
them. 

For Details Circle 240 on INQUIRY CARD 


1962 LABOR-CHARGE MANUAL, 
a Marine Blue Book, is published by 
the Abos Publishing Co. Retails for 
$4.95. 

Most of the major motors of seven 
leading manufacturers are covered 
from 1955 through 1961. Other sec- 
tions include: repair methods for plas- 








PROFIT MAKER TODAY 


Total of 21 bits, 3 each of the seven most 
wanted sizes. Each bit individually carded and 
prepriced with FREE DISPLAY RACK 


DEALERS COST °5”° PER ASST. 


Fuller Tools are mfd. the U.S., 
countries to highest - BR and are branded and uneon- 
ditionally guaranteed. 


152-35 Tenth Avenue, Whitestone 57, N. Y. 


y, X97 Again! 


{7 "HIGH seed ey 
AA 000 WOOD BO BORING bits | | 


Foe Alt rite 


SUARANTEEO 


ASSORTMENT No. 30 


ORDER THIS RED HOT 


Japan and other 
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tic, wood and aluminum boats; how 
to select propellers; ana sat rate 
labor repair charges. 

For Details Circle 241 on INQUIRY CARD 


BETTER HOMES & GARDENS 
FAMILY CAMPING’ BOOK, 160 
page, casebound, full color, 220 illus- 
trations, was written by C. B. (Bill) 
Colby in conjunction with the edi- 
tors of Better Homes and Gardens, a 
Meredith Publishing Co. publication. 
Retails for $2.95. 

Five chapters are devoted to camp- 
ing ideas which make use of materials 
sold by any hardware store. The book 
could be use in merchandising camp- 
ing equipment as a central theme for 
a window display, a giveaway with 
large purchases or as a reference 
book by sales people. 

For Details Circle 242 on INQUIRY CARD 


“HOW TO SELL BY TELE- 
PHONE,” 32 pages, 6 x 9 in., is pub- 
lished by Emerson House. Retails for 
$1. 

Hardware dealers should be partic- 
ularly interested in chapters of this 
book dealing with retail stores. They 
include: “Turn Telephone Inquiries 
Into Sales, Selling The Retail Trade” 
and “Typical Retail Situations.” 

For Details Circle 243 on INQUIRY CARD 


FILMS 


“FISHING FANTASTICO,” a 27 
minute, 16 mm film, is co-sponsored 
by Shakespeare Co.; GMC Truck and 
Coach Div. of General Motors; and 
Panagra Airlines. 

The film stars Ben Hardesty, world 
champion angler and accuracy caster, 
and Alfred Heusser, famed South 
American sports fisherman. The movie 
shows a six-week fishing trip through 
Chile and Argentina. 

For Details Circle 244 on INQUIRY CARD 


“MANITOBA TRAILS,” 20 min- 
utes, 16 mm, color, sound, is offered 
by the Ithaca Gun Co. Some of Can- 
ada’s most beautiful country is shown 
in full color scenes of hunting trips. 

For Details Circle 245 on INQUIRY CARD 


‘“‘THE LITTLE MAN WHO 
WASN’T THERE,” 16 pages, two- 
color, was developed for employee dis- 
tribution by Enterprise Publications. 
Single copies 35 cents; quantity prices 
supplied on request. 

This well-written booklet tells em- 
ployees what happens when they are 
absent from their jobs. In simple 
terms, it points out the losses in time 
and money caused by absenteeism. 

For Details Circle 265 on INQUIRY CARD 





Get the details... 
circle the number on 
the postage-free 
Inquiry Card. 
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N EWS FOR WESTERNERS 


Pacific Southwest Dealers Hear 
Congressman Madden's "Crusade" 


At Pacific Southwest Hardware Association’s 
annual convention held Oct. 9-11, at Scottsdale, 
Ariz., the Honorable Ray J. Madden (D., Ind.) 
urged his audience to join him in a “Crusade for 
Survival.” The Congressman from Indiana pulled 
no punches in explaining the economic status of 
the country. Madden outlined to the Western 
hardware men his ‘Madden Quality Stabiliza- 
tion” Bill to Congress. 

“It is the only measure before Congress,’ he 
declared, “‘which can possibly save the American 
small businessman.” 

Bluntly stating “For once Khrushchev can be 
telling the truth when he says ‘We will bury 
yon.’”’ Madden explained that, “Forty-one years 
ago Lenin stated that the United States would 
crumble to Communism from within, except for 
ONE obstacle to U. S. Communism. This was the 
number of small businesses existing at the time. 
Small business with rights to fair play, Lenin 
saw as the strength of America.” 

Madden continued that Khrushchev has noted 
the increase of small business failures in this 
country. ‘Unless the rights to fair play are re- 
stored by the enactment of the Quality Stabili- 
zation Bill, Khrushchev’s prediction will come 
true.” 

To prove his point, the Congressman displayed 
a memorandum from the Select Committee on 
Small Business of the United States Senate sent 
to him Sept. 25, 1961. 

“Failures for the first eight months of this 
year stood at 11,731 compared with 10,168 for 
the same period last year,’”’ Madden quoted. The 
Quality Stabilization Bill, he said, is founded on 
the equitable premise that a man should be able 
to protect his property. The Bill permits a manu- 
facturer to protect his property rights in his 
brand names as that brand moves along chan- 
nels of distribution. At the same time unfair 
competitive practices now knocking the legiti- 
mate retailer out of business are eliminated. 

Madden spotlighted two areas regarding his 
Bill which has caused confusion. He stated his 
Bill is not another Fair Trade Bill. Fair Trade 
uses the courts to force a dealer to raise his 
prices for a product. Madden’s Bill provides ac- 
tion solely to stop the unauthorized use of the 
manufacturer’s property rights in his trademark. 
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He also stated that the Bill is not a price-fixing 
bill. The Sherman Act is adequate, according to 
the Department of Justice, to deal with price- 
fixing. 

“Quality Stabilization,” Madden concluded, 
“enables a manufacturer to take risks in mar- 
keting his products in a certain way; it enables 
a reseller to decide which type of products he 
wants to sell; it enables a consumer to choose 
freely which type of product he wants to buy; 
it promotes competition by helping stamp out 
unfair competition...” 

The Quality Stabilization Bill is bipartisan. It 
is sponsored in the House by Madden (H. R. 116) 
and Republican Representative Thor Tollefson of 
Washington. Consideration of the Bill is in the 
Senate as Senate Joint Resolution 121. 


CF&I Appoints Two Westerners 
To Realock Fence Sales Posts 


Two appointments in the Oakland office of The 
Colorado Fuel & Iron Corporation’s Realock 
Fence Division have been announced by J. N. 
Counter, general manager, commercial sieel 
sales, Western division, and E. H. Kamlan, 
product sales manager, Realock Fence Division. 

Malcolm K. Jones was named manager of 
sales and service for the Northern California 
district. He joined CF&I in 1952. 

His former position of assistant to the prod- 
uct sales manager has been taken over by 
William W. Agrella. He joined the firm in 1947. 
At the time of his appointment he was serving 
as coordinator-engineer of the Realock Fence 
Division. 


Bay Cities Adds 
Advertising Department 


Bay Cities Wholesale Hardware Co., Burlin- 
game, Calif., dealer owned firm, has established 
an advertising department to produce their own 
circulars and, special promotions and to handle 
other media. 

Michael Reshatoff has been appointed adver- 
tising director, artist and production chief. He 
has had more than 20 years’ experience includ- 
ing retail advertising, wholesale advertising, 
newspapers, and advertising agencies. 
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Such items as TM Log Chains, TM 
Tow Chains, Halter and Dog Chains 
are packaged in poly bags to speed 
self-service sales—boost turnover for 
you. Taylor's gleaming new Dura-plate 
finish on all zinc-plated chain... the 
popular TM Chain Salesmaker with the 
rugged new Tayco Reels... the 
handy metal Tay-Pails are additional 
sales helps that make Taylor the pref- 
erence of dealers everywhere. Start 
getting your share of the big, everyday 
chain sales right away. Call your whole- 
saler or write today. You'll like our 
“Jack-Rabbit Service!” 


Chain is our specialty — not our sideline! 


S.G. TAYLOR CHAIN CO., Inc. 


General Office: Hammond, Indiana 
Plants: Hammond, Ind., and Pittsburgh, Pa. 
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CHAIN “ 
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| Streater Expands Central 
| Pacific District 


Gunnar Morin... 
covers San Jose 
to Santa Maria 


Don L. Frerkson 
. +. Covers 
San Francisco 
Bay Area 


Streater Store Fixtures, Inc., re- 
cently announced a change in their 


| Central sales district. It has been 
| divided into two separate areas, 
| the Central Pacific and the Pacific 


Northwest. The Central Pacific in- 
cludes Northern California and 
Western Nevada. Robert Griffiths 
has been promoted to district sales 


| manager of this district. He will 
| headquarter in San Rafael. 


Special Streater store planning 


| engineers who will be under his 


Robert Griffiths 
District Manager 
Central Pacific 
Coast Area 


L. N. "Skip" 
Williams ... 
covers 
Sacramento 
Valley and Reno 


James A. Classen 
- + + Covers 
San Joaquin 
Valley Area 


supervision are: L. N. (Skip) Wil- 
liams, who will cover Sacramento 
Valley and Reno Area; Don Frerk- 
son, who will cover San Francisco 
Bay area; James Classen, who will 
handle the San Joaquin Valley 
area; and Gunner Morin, who will 
handle San Jose to Santa Maria 
area. 

Streater’s Western division fac- 
tory and sales offices are located 
in Salinas, Calif. 





| Riehl Retires from Remington 


A. A. Riehl vetired from Rem- 


| ington Arms Co., Inc., Oct. 1. He 


had been with the firm more than 


| 30 years. As manager of shooting 
| promotion, Riehl is known to trap 
| and skeet enthusiasts all over the 
| country. 


C. C. Clair, formerly manager 


| of chain saw marketing for Rem- 
| ington, has been named to succeed 
| Riehl. He joined the company in 


1934. 


| Yale & Towne Names Hettling 


William C. Hettling has been 


| promoted to manager of shelf 


good sales for Yale & Towne Mfg. 
Co., White Plains, N. Y. He was 
formerly assistant general mana- 
ger. Hettling joined the firm in 
1952. 


Perton Joins Melnor 


Irwin Perton has been named 
sales promotion and advertising 
manager for Melnor Industries, 
Inc., Moonacie, N. J. He will re- 
port directly to Samuel Warshau- 
er, vice president-director of sales. 


Baldwin Names Eggert, Jr. 


Victor Eggert, Jr., has been 
named general sales manager of 
Baldwin Hardware Corp., Reading, 
Pa. He will supervise sales of 
Baldwin products in the United 
States and foreign countries. 


Bissell Creates New Post 


I. C. Matheny has been named to 
the newly created post of product- 
manager-appliance sales for Bis- 
sell, Inc., Grand Rapids, Mich. He 
will be responsible for all electric 
product sales in the United States. 
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Hamilton Cosco 
Names Western 
Sales Manager 


Robert K. 
Huxtable 


Robert K. Huxtable was named 
Western regional sales manager 
for Hamilton Cosco, Inc., Colum- 
bus, Ind. He has been a Cosco 
sales representative since 1949. 

Huxtable replaces William J. 
Shaw, who resigned recently. He 
has been active in the Los Angeles 
and the San Francisco Pot & Ket- 
tle Clubs. 


Dates Set For Gift Shows 


Western Exhibitors, Inc. an- 
nounced the 1962 dates for the San 
Francisco, Portland, Seattle and 
Spokane Gift Shows. 

San Francisco’s Gift Show will 
lead off from February 4-7, with 
Brooks Hall as the exhibit hall. 
The Sheraton-Palace, St. Francis 
and Sir Francis Drake Hotels and 
the Western Merchandise Mart will 
also be show sites. 

From February 11-13, the Port- 
land Show will be held in the new 
$8,000,000 Memorial Coliseum and 
at the Plaza Hotel. 

The Seattle Gift Show moves to 
Navy Pier No. 91 this spring, due 
to the opening of the Century 21 
Exposition in April. Running from 
February 18 to 21, facilities will 
also be available at the Olympic 
and New Washington Hotels and 
the Termina Sales Bldg. 

The Spokane Gift Show, under 
the joint sponsorship of Northwest- 
ern Exhibitors and Western Ex- 
hibitors, Inc. will run from Febru- 
ary 25 to 27 at the Davenport 
Hotel. 


Genesee Hardware Sold 


A. O. Kanikkeberg purchased the 
Genesee Cash Hardware, Genesee, 
Idaho, from Mr. and Mrs. Everett 
Robinson, recently. Under the new 
owner, Judd Lee, a son-in-law of 
Kanikkeber, will manage the store. 
He has been in the hardware busi- 
ness for 13 years. 
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Dura-pla 


Sparks new sales! 


Speeds TM Chain turnover! 


Chain is our specia/ty— not our sideline! 
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Taylor Chain’s new Dura-plate finish 
attracts customer attention, boosts 
self-service sales appeal—moves 
more chain, faster! Dura-plate pro- 
vides a sparkling clean look—looks 
new, longer. It reflects the true, pre- 
cision quality of the chain itself. And 
it comes to you at no extra cost on all 
TM zinc-plated chain. Dura-plate is 
another strong link in Taylor Chain’s 
hard-hitting merchandising program. 
Dura-plate— another big reason why 
Taylor rates up front in floor locations 


and in dealer profits! Contact your 
wholesaler or write for Bulletin 27. 


ADDITIONAL TAYLOR PLUSES 
include the rugged new Tayco Reel on 
TM Chain Salesmaker, up-to-the- 
minute packaging, uniform quality 
and “‘Jack rabbit” service on all orders. 


Ss. G. TAYLOR CHAIN CO., Inc. 


SINCE 
1873 
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NEWS. 





Liberty Distributors Names 
Johnson to Committee 


Ralph R. Johnson, vice presi- 
dent and general manager of Bill- 
ings Hardware Co., Billings, Mont., 
has been appointed to the “Bar- 
gain-of-the-Month Committee” of 
Liberty Distributors, Philadelphia, 
Pa. 

According to managing direc- 
tor of Liberty, Robert C. Vereen, 
Johnson will serve two years on 
the committee. The ‘“Bargain-of- 


the-Month” program has been in 
existence six years. The com- 
mittee selects items for the pro- 
gram at semi-annual meetings. 


New Sales Posts at Simoniz 


Arthur F. Connolly has been 
appointed director of consumer 
distribution for Simoniz Co., Chi- 
cago. Gene Billingsley has been 
named as sales manager for hard- 
ware, automotive accessory stores 
and other outlets. 





- ONE QUALITY SOURCE — 





FOR ALL YOUR 


SPRAYERS aa DUSTERS 


WAP” 


Every sprayer and duster you need to 
capture YOUR share of the big, pro- 
fitable lawn-and-garden market! Stock 
and promote these performance- 
proved, eye-appealing units. Fast de- 


livery service. 


Open Head 
Compressed 
Air Sprayer 


Fresh off the press... 
CHAPIN'S NEW 1962. 
CATALOG. Send for 
your copy today. Write 
Dept. HW-2. 


Funnel Top 
Compressed 
Air Sprayer 








Continuous 
Hand Sprayer 


Cart Sprayer 


All Directional 
Duster 


a ee 
Hose end 
Sprayer 


Quality Sprayers and Dusters Since 1887 
MANUFACTURING WORKS, INC. 


Dept. HW-2 


BATAVIA, N. Y. 
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Moylan 


Honored By 
Portland P & K 
At Industry 
Night 

Joe Moylan 


Joe Moylan, president of the 
Vinton Co., housewares-wholesaler, 
Portland, was honored on October 
21 by the Portland Pot & Kettle 
Club. This is the 5th consecutive 
year that the Portland Club payed 
tribute to an outstanding industry 
leader. 


The event was held at the Ho-Ti 
Supper club at a special dinner. 

Moylan was heralded as ‘The 
Pan Man of Distinction.” He joined 
the 55-year-old wholesale firm in 
1946 as sales manager. Two years 
later he became vice _ president. 
Shortly after the death of J. R. 
Thompson in June of 1955 he was 
elected president and general man- 
ager. He is the third president of 
Vinton. Before joining Vinton he 
was in the hardware and imple- 
ment business for several years in 
Boardman, Ore. Prior to this he 
was with the Washington Bureau 
of Highways. 

Industry Recognition Night was 
first established in 1957 by the 
Portland Pot & Kettle Club. At 
that time Ben Ettelson, M. Seller 
Co. received the distinctive award. 
In 1958 the late Herb George, who 
was with Marshall-Wells Co., re- 
ceived the award. In 1959 Scott 
Jensen, president of Jensen-Byrd 
Co. was the recipient. Last year 
Clark Wright, Walter N. Boysen 
Co., was the honored man. 

The committee in charge of this 
event was Ted Ericksen, Tom 
Jones, Jack Hecht, Bill Gough, Ar- 
nie Eckblad, Jim Stewart and Paul 
Chichester. 


B & D Promotes Schmidt 


Joseph H. Schmidt, Jr., has been 
appointed general sales manager of 
the consumer products division of 
Black & Decker Mfg. Co. He suc- 
ceeds Malcolm D. Mooers. Schmidt 
has been with. the firm since 1936. 





WHAT'S NEW? Check the New 


Products section in this issue. 
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this issue. 


Nov. 18-20 


March 4-7 


March 12-17 





SCHEDULE OF CONVENTIONS AND SHOWS 


For additional information about the events listed below, circle the 
number following the show or convention listing on the inquiry card in 


14th ANNUAL CONVENTION AND TRADE SHOW, 
RETAIL PAINT AND WALLPAPER DISTRIBUTORS 
OF AMERICA, INC., Cobo Hall, Detroit, Mich. No. 280 


BUDROW & CO. SPRING HARDWARE SHOW, 3161 E. 
Washington, Los Angeles. No. 281 


NATIONAL HOUSEWARES EXHIBIT, McCormick 
Place, Chicago, (National Housewares Manufacturers 
Assoc.). No. 282 


PACIFIC NORTHWEST HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND TRADE 
SHOW, Multnomah Hotel, Portland. No. 283 


54th CALIFORNIA GIFT SHOW, Ambassador & Bilt- 
more Hotels, Brack Shops, Merchandise Mart, Los An- 
geles, (Trade Shows Ltd.). No. 284 


INTERMOUNTAIN HARDWARE & IMPLEMENT 
DEALERS ASSOCIATION CONVENTION, Hotel Utah, 
Salt Lake City. No. 285 


WESTERN WINTER MARKET, Western Merchandise 
Mart, 1355 Market St., San Francisco. No. 286 


MOUNTAIN STATES HARDWARE & IMPLEMENT 
ASSOCIATION CONVENTION, Cosmopolitan Hotel, 
Denver. No. 287 


WESTERN GARDEN TRADE EXPOSITION, Brooks 
Hall, San Francisco, (Jordan Associates). No. 288 


SOUTHWEST HARDWARE AND HOUSEWARES 
SHOW, State Fair Grounds, Phoenix, (Pacific Southwest 
Hardware Assoc.). No. 289 


WESTERN CHINA, GLASS, GIFT, JEWELRY, TOY, 
STATIONERY AND HOUSEWARES SHOW, Brooks 
Hall, Merchandise Mart, St. Francis, Sir Francis Drake, 
Sheraton-Palace Hotels, San Francisco, (Western Ex- 
hibitors, Inc.). No. 290 


WESTERN STATES HARDWARE, HOUSEWARES, 
PAINT & GARDEN SUPPLY SHOW, Brooks Hall, San 
Francisco, (California Retail Hardware Association). No. 
291 


CALIFORNIA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Del Webb’s TowneHouse, San Fran- 
cisco. No. 292 


PORTLAND CHINA, GLASS, GIFT, JEWELRY, TOY, 
STATIONERY AND HOUSEWARES SHOW, Public 
Auditorium, Plaza Hotel, Portland, (Western Exhibitors, 
Inc.). No. 293 


SEATTLE GIFT SHOW, New National Guard Armory, 
Olympic and New Washington Hotels, Seattle, (Western 
Exhibitors, Inc.). No, 294 


WEST COAST HARDWARE AND HOUSEWARES 
SHOW, Great Western Exhibit Center, Los Angeles, 
(Pacific South-West Hardware Agsn.). No. 295 


35th DENVER GIFT AND JEWELRY SHOW, Albany 
and Cosmopolitan Hotels, Denver, Colo. No. 296 


AMERICAN TOY FAIR, Hotel New Yorker and 200 
Fifth Ave., and 1107 Broadway, New York, (Toy Manu- 
facturers of the U.S.A., Inc.). No, 297 














JOIN 
THE 50 YEARS PARADE 
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STOCK UP ON FREEWAY-BROOMS 


FREEWAY all purpose brooms 
are sweeping more and more 
patios, barbecue areas and side- 
walks in the West... 

With its DURATEX plastic fibres 
that pick up dirt by magnetic ac- 
tion, the FREEWAY is rapidly 
becoming the West’s leading broom 
...iS impervious to commonly used 
petroleum and caustic products... 
will outlast conventional brooms 
three to one... 


EXCELLENT FOR INDUSTRIAL 
AND FARM USE ALSO 


rd 
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* 
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Give your customers a TREAT —stock 
up on FREEWAY all purpose brooms 


AMERICAN 
f2,=en BROOM CO. 
co 114 Fern Street 
San Francisco + ORdway 3-889] 
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Banner's New $300,000 Plant Opens 


AN EMERGENCY DOCK to 
handle overflow of traffic is one of 
the features of the new plant of 
Banner Distributing Co., Denver. 
It was opened during mid-Septem- 
ber. With 50,000 sq. ft. of space, 
Banner has become one of the 
largest housewares distributing 
firms between Chicago and the 


Banner Distributing Co. 
Denver, Colo. 


Keeping pace with the rapid 
growth of hardware distribution 
in the Rocky Mountain area, the 
new $300,000 building is a single- 
level plant of concrete, brick, and 
prestressed beam construction. It 
is located in Denver’s new Indus- 
trial Park section, northeast of the 
city. There is hard-surface parking 
for more than 50 automobiles and 


an all-weather loading dock which 
will accommodate seven trucks. 
General lay-out of the building 
includes executive offices, the sam- 
ple display room at the right front 
corner, a seven-door truck dock on 
the left, and fireproof warehouse 
storage extending to the rear. At 
the right corner, to handle “over- 
flow’ needs, a single truck dock 
has been constructed, which will 


West Coast. 


KITCHEN ICYENIENCES 


K-V 790 


DISAPPEARING PAN RACK 





Two rows of hooks mounted on easy-to-pull-out ball- 
bearing carrier, handles 14 pots and pans with ease. 
Bright chrome finish. Installs on underside of cupboard 
shelf, 20” long, 5%” wide. Single row model (No. 690) 
also available. 


KNAPE & VOGT MANUFACTURING CO. 
Grand Rapids, Michigan 
Manufacturers of a complete line of quality fixtures and hardware. - 
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DISAPPEARING CUP RACK 


Holds 12 cups, eliminates danger of cracking or break- 
ing. Slides easily out of cabinet at touch of a finger. 
Bright chrome finish. Fastens on underside of shelf, 
11” closed, 18” extended. 


|KNAPE & VOGT MANUFACTURING CO. 


Grand Rapids, Michigan 
Manufacturers of a complete line of quality fixtures and hardware. 
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SiRIBUTING Co 


ONE-STORY BUILDING HOUSES BANNER 


give the same service as the main 
shipping dock, when all seven 
spaces are occupied. 

The sample room shows a sharp 
break with the usual service 
counter design. There are two 
catalog-equipped desks. They have 
been set up in the center of the 
room. Two salesmen are stationed 
full-time in the display room to 
work out customer orders. All ex- 
cept the fastest-moving staple lines 


KITCHEN R-VENIENCES 


K-V 793 


DISAPPEARING TOWEL RAC 


Towels and aprons slip over free end of three bright 
chrome finished bars, pull in and out smoothly on ball 
bearing carrier. Fastens to either side of kitchen cabinet. 
5” wide, 20” long. Two bar model (No. 792) and four 


bar model (No. 798) also available. 
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KNAPE & VOGT MANUFACTURING CO. 
Grand Rapids, Michigan 
Manufacturers of a complete line of quality fixtures and hardware. 


are displayed around the 35x 25 
foot sample room, a step away 
from the main entrance. 

Immediately off the executive 
offices is a comfortable lounge with 
a table. Here visitors are offered 
hot coffee and donuts. At other 
times, it “doubles in brass’ as a 
meeting room for Banner execu- 
tives. 

Officers of Banner Distributing 
Co. include Max Lackner, chairman 


. K-V 796 


DISAPPEARING WASTEBASKET RACK 





ITCHEN KATENIENCES 


DISTRIBUTING CO. WAREHOUSE AND OFFICE 


of the board; Harry Levy, presi- 
dent; Edward Lackner, vice presi- 
dent; Norman Levy, secretary - 
treasurer; and John Anderson, 
sales-manager. 

Nine salesmen represent Banner. 
Two are stationed in the sample 
room, and seven travel through- 
out Colorado, Wyoming and the 
western section of Nebraska. 

For the opening gun in mer- 
chandising from the new Indus- 


=) 


A real kitchen time saver. Ball-bearing carrier pulls 
out of cabinet easily when needed, slides back smoothly 
when not in use. Holds standard size polyethylene bas- 
kets. Bright chrome finish. Fastens to underside of 


cabinet top, 9” wide, 20” long. 


st 


KNAPE & VOGT MANUFACTURING CO. 
Grand Rapids, Michigan 
Manufacturers of a complete line of quality fixtures and hardware. 
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THE EXECUTIVES of Banner Distributing Co. are having 
They are (left to right): John Ander- 
son, sales manager; Norman Levy, secretary-treasurer; 
Max Lackman, 


a "buying session." 


chairman of the board; Harry Levy, 
pres.; and Edward Lackner, vice pres. 


TWO SALESMEN are located in sample room to wait 
n ''drop-in'’ dealer customers. The display fixtures are 


typical hardware store units. 


trial Park location, a giftwares 
broadside was designed. It will 
reach something like 1500 dealers 
prior to the Christmas season. The 
spring “broadside” is under prep- 
aration. 

Warehouse management calls for 


“perimeter storage” of carload lots 
around sides of the warehouse. 
Less than carload lots of mer- 
chandise are stocked in bins in the 
center. The building is sprinkler- 
equipped throughout, as part of 
the general fire-proofing plan. 


With 40 per cent more space 
available in the new building than 
in their former downtown Denver 
location, it has been possible to 
stock all lines in greater depth. 
This helps to eliminate disappoint- 
ment due to delay. 





Only "A PENNY A PATCH" 
all it costs to use 


TEHR-GREEZE FABRIC CEMENT 





“oe A-KEY 


PACKAGED 


MAK-A-PIN 
12-in. lengths of 
ROUND steel bars 


It's new, it's versa- 


For the instant repair of overalls, gloves, canvases, 

tents, awnings, tarpaulins, bags, leather goods and 

any material it can penetrate. Inexpensive, perma- 

nent. Thousands of uses. 

Sold by ‘yom | jobbers and dealers everywhere. 

Comes in 2 o2., 6 oz. and 16 oz. plastic bottles. Also 
acked from 32 o2 


MACHINE 
KEY STOCK 


OVER 
60 SIZES 
AVAILABLE 


The keys that changed buyers’ 
habits—12-inch lengths of cold fin- 
ished steel, zinc-coated. Made .000"" 
to +.003" oversize; rust-proof; just 
cut, file and fit. Reduce storage 
and handling costs. Proven in hun- 
dreds of applications throughout 
the world. Over 60 sizes stocked. 


tile— hundreds of 
uses for repairs or 
replacement — by 
die makers, me- 
chanics, machine 
shops, farmers, do- 
it-yourselfers. Mak- 
A-Pin rounds are 
copper-coated; can 
be riveted, will cold 
bend; are easy to 
weld, easy to cut. 
Handy display pack 
contains 10, 12-in, 
bars in 7 sizes: '/" 

"| Size marked 

bor. 


Pp . to gal. 
BOTTLE, PRICES AND LITERA- 
TURE. 

Comes in attractive 3- 
color counter display 
carton. (12 to a pack- 
age). 
VAL-A COMPANY 
700 W. Root St. 
Chicago 9, til. 
YArds 7-9442 


DEVAN-JOHNSON COMPANY 














514 Rathbone Ave., Aurora, Ill. 
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Addition To 
Arter Western 


Sales Force 


Bob 
McCambridge 


Bob McCambridge has been 
added to the manufacturers’ rep- 
resentative sales force of the Lee 
Arter Co., Los Angeles. He will 
cover the Northern California 
territory along with Bill Schueler 
and John Fordyce. 

For the last three years he has 
been the West Coast regional man- 
ager of Hamilton Manufacturing 
Co., Two Rivers, Wis. 


Owatonna 
Tool Co. 
Names Central 
Calif. District 


Sales Manager 


Howard D. 
Haugen 


Howard D. Haugen has been ap- 
pointed district sales manager for 
Owatonna Tool Co., Owatonna, 
Minn. Haugen will cover a newly 
created 10-county territory south 
of San Francisco. 


50-YEAR AWARDS PRESENTED 


50-YEAR mementos are exchanged between 
Maurice Knox (center), president of Ameri- 
can Pushbroom Co., San Francisco, and Hard- 
ware World editor Milton Albin (right). 
Knox receives Hardware World's Western 
Hardware 50-Year Club membership. Albin 
is presented with plastic commemorative 
paper weight from Knox. Looking on is 
Frank McKenzie, a Hardware World sales 
representative. 





Have a question? 
Use the free Inquiry 
Card for more details 
on numbered items. 
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Retires After 
55 Years 
With 

Baker & 
Hamilton 


Emmet Burke 


On October 1 Emmet Burke, 
general sales manager of Baker & 
Hamilton, 112-year-old San Fran- 
cisco hardware distributor, retired. 
The announcement was made by 
Wakefield Baker, president and 
grandson of the founder, Livings- 
ton Low Baker. 


Burke completed 55 years with 
Baker & Hamilton. 

He was born in Fort Jones, in 
the northwest corner of California. 
At an early age he was introduced 
to the late A. L. Scott, founder of 
the Pacific Hardware & Steel Com- 
pany. Scott persuaded Burke to 
come to work for him in San Fran- 
cisco. 

Subsequently Burke became a 
salesman in various territories, in- 
cluding Bakersfield, Fresno and 
Palo Alto. 

After Pacific’s merger with Bak- 
er & Hamilton in 1918, Burke con- 
tinued with the new firm. In 1934 
he became manager of the tool de- 
partment where for 14 years he 
established an enviable record as 
the top man in his field on the 
Coast. 


Burke became general sales man- 
ager in 1948. According to Wake- 
field Baker, his outstanding quali- 
ties of character for leadership 
kept Baker & Hamilton a leader in 
sales volume in its territories. 


Junius (Junie) Alrick succeeds 
Burke in charge of dealer sales. He 
has been assistant sales manager 
for the past year and a half. Rich- 
ard B. Davis continues as manager 
of Industrial sales. 


Because of Burke’s 55 years of 
service to the hardware trade, he 
has been made a member of 
HARDWARE WORLD’S Western 
Hardware 50-Year Club. The mem- 
bership certificate was awarded to 
Burke in September by the editor 
of HARDWARE WORLD, Milton 
Albin. 


King <e 











Man-o-man what a line! Clean, 
white and strong... displayed for 
real sales. And what a market — 


CONSTRUCTION FISHING 


Mason’s Line Hand Lines 


Chalk Line oe 
? Net Repairs 
Layout Line 


HOME USE 
FARM & GARDEN a a 
Seed Planting ull Cor 
Staking 


Parcel Post 
Lawn Edging 


Express 
Wrapping 
Hedge Trimming 


Heavy Tying 





Ask your jobber for 
KING COTTON CHALK LINE 


JOHN H. GRAHAM & CO., Ine, 
105 DUANE STREET, NEW YORK 8, N. 
__ For Details Circle 30° on INQUIRY CARD 


FIGHT TB WITH 
~ CHRISTMAS SEALS 


Answer Your Christmas 
Seal Letter Today 





Use Inquiry Postcard for Further Information About 


MERCHANDISING AIDS 








CORDAGE DEPARTMENT is con- 
tained in this one display. Welded 
steel rack takes 20 in. floor space. 
Spools and reels are held in lower 
section. Hanks, balls and other items 
are displayed at top of rack for easy 
sales.—Puritan Cordage Mills. 
For Details Circle 185 on INQUIRY CARD 


“ALL AMERICAN” merchandiser is 
designed to catch impulse sales for 
scissors and shears. Nine pair of 
most popular scissors are displayed 
pre-mounted. Unit can be used as 
easel or mounted on wall. Measures 
17x13 in—Acme Shear Co. 
For Details Circle 186 on INQUIRY CARD 


YOUR STORE’S NAME is the brand 
name on a line of aerosol household 
and toiletry products. Available in 
small or large quantities. The person- 
alized label is designed to promote 
repeat business for your store.—Bron- 
son Products Co. 
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FREE MINIATURE SNIP for charm 
bracelets or key chains is given with 
every tin snip pack. “Tell-’n’-Sell” 
packaging of Blue Bird tin snip line 
has illustrated feature and use story 
on back that sell customers. Over 20 
reasons for snip ownership are ex- 
pressed.—Bergman Tool Mfg. Co. 
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‘HOSE REELS 


W roaay, in ctpletedtins \ 7 , matchwoo | 





AMES HANDI-TRUK 
FLO-THROUGH 
HOSE REEL... 


MATCHWOOD, MW-1 
RUST DISSOLVER, RD-1 
E-POX-E FILLER, EF-1 


Order from your jobber or write 


THE WOODHILL CHEMICAL CORPORATION 


“Originators and World's Largest Manufacturers of Plastic Metals 


1390 East 34th Street 


Water flows through 
reel itself! Turn on water, \ 
sprinkle as you unreel. Reel 
up when finished... no hand- 
ling dirty, wet hose. Reel 
“triggers” off for separate 
hand truck use. EVERY 
consumer a prospect! 
Retails about $15.95 





Cleveland 14, Ohio 
For Details Circle 32 on INQUIRY CARD 








Hardware and Hobbies — 
a fine “PROFIT -TEAM” 


Add hobbies to hardware and you build traffic, 
build sales, build profits. Entrance into the hobby 
field is easy for hardware retailers in California, 
Z : Oregon and Washington. You have access to the 
mma. ee PM West's a — line me ge brand- 
re % me . name model and hobby merchandise, plus mer- 

HANGERS All types, chandising aids, and counsel based on 23 years’ 
gage etpe gers unde specialized experience. Write for information, or 
ask to have a representative call on you. 


2D.N. 


598 POTRERO AVENUE, SAN FRANCISCO 10, 


EASY WINDER 
23-818. Popular 
model mobile reel. 
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INDEX TO ADVERTISERS 





(This index is published as a convenience and not as a part of the advertising contract. Every 


care is taken to index correctly and no allowance will be made for errors or failure to insert) | 





Note: Figures in parentheses ( ) refer 


to Inquiry Card Number which can be 
circled on inquiry card on page 34 


when desiring further information 


about advertisement. 


A 


American Push Broom Co....... 43 
O Ames Company 
Atlas Tack Corp 


Otto Bernz Company Inc 


C 
Campbell Chain Co 
Champion DeArment Tool Co 
Second Cover 
R E Chapin Mfg Works Inc .... 42 
The Colorado Fuel & Iron Corp.. 
W W Cross & Co (12) 


DeVan-Johnson Company 


F 
Fuller Tool Co Inc 


G 
Gilbert & Bennett Mfg Co 
Gilson Brothers Company 
Goodell Company 
The Grabler Manufacturing 


John H Graham & Co Inc 
King Cotton Cordage Div .... 
Greenlee Tool Co 
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I 
The Irwin Auger Bit Co (1) 


Front Cover 


K 
Knape & Vogt Mfg Co 


D N Mallory 
Marshalltown Trowel Co 
Robert E Miller & Co Inc 


N 


National Manufacturing Co 


0 
Ox Fibre Brush Co Ine 


R 


Red Devil Tools (36) ...Third Cover 


Ss 


Southern Screw Co 


T 


S G Taylor Chain Co Inc .... 
Toro Manufacturing Corp 

Trade Shows Ltd 

The Turner & Seymour Mfg Co.. 


Val-A Company 


Warp Brothers (37) ....Back Cover 
The Woodhill Chemical Corp ... 48 


There's just one reason why 
more stores sell Atlas Tacks, 
Nails and Brads than any 
other brand: 


BETTER 
PROFITS 


But there are four reasons 
why they make better profits 
with Atlas: 


1. Better displays 
2. Better packages 
3. Faster turnover 


“ COMPLETE 


Every size of every kind of popular 
household fastener — all available 
in the famous red Atlas % Ib. and 
% lb. packages. You get a com- 
plete stock of your fastest movers 
— all from the complete Atlas line 
— with one order, one invoice... 
less bother, more profit. 


Fast, Regular 
Service 

Monthly Carload 
Shipments 


CORP. 
HENDERSON, KENTUCKY 
Represented in the West by: 
hson Merton -Los Angeles, California 
Hug! Merton - San Francisco, California 
J. E. Michener and Son - Seattle, Washington 
J. Lester Barlow - Salt Lake City, Utah 
For Details Circle 34 om INQUIRY CARD 
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Sample Board Helps 
Customers Find Right Item 


Hawthorne Hardware, Inc. 


Hawthorne, Calif. 


TIME-CONSUMING CUSTOMER PANTOMIMES 
have been virtually eliminated by Hawthorne Hard- 
ware, Inc., 814 S. Hawthorne Blvd., Hawthorne, Calif. 
No longer do the customers say “I want some chick- 
en wire this size,” and follow with the gesture of hold- 
ing up thumb and finger to show the size. Nor is 
there the confused “A piece of hardware cloth with 
squares about, er, er, well, so big.” 

For here samples of such items—including screens 
—have been mounted on a piece of plywood. Above 
each sample is the name of the item, prices and data 
on strength, galvanized and the like. 

Customers pick up the board, study it and then 
easily and quickly place their order. This saves time 
for everyone—customers and store employees. 

Hawthorne Hardware, Inc., is owned by George 
Long and James Sewers. 


Sporting Goods Display 
for Year-Round Profits 


“CASH IN on seasonal sporting goods items by dis- 
playing a variety in the front of the store (near check 
out counter). Where possible keep the items at eye- 
level in good light.” This is Paul Coen’s formula. Coen 
is owner of McDowell Hardware, 1623 East McDowell 
Road, Phoenix, Ariz. 

Baseball gloves, for example, are fast sellers at 
McDowell Hardware during the spring months. ‘“Dur- 
ing April and May it’s almost impossible to keep 
enough on hand.” 

One way to keep gloves at eye-level is to attach 
them to a “clothes line’—a wire strung over displays. 
In addition to this method, Coen attaches gloves to 
perforated board which extends above display fixtures. 
On one side of the perforated board he displays ten- 
nis rackets—another good spring item. Related items 
—bhbats, balls, caps—are stocked on lower shelves. 

Following the baseball season, up go footballs and 
helmets, ete. “Using the same display for items re- 
lating to each seasonal game is the best way to let 
customers know that when it comes time to play— 
you'll have the equipment,” Coen explains. 


BASEBALL MITTS move rapidly when displayed on 
board. Rackets, another top seller, hang on opposite 


side. 
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DOMES OF SILENCE 
RUBBER CUSHION GLIDES 


Furniture Rest — Pintle Type 








RUBBER CUSHION GLIDES 


Rubber 
Crutch Tip Bakelite Furniture Rest 


| & 


Monopoint Glide 





Bakelite Caster Cup 











Wonderful for all wood \ <3 


Ss 
5”, me”, 1", VI/I 


8", 1Y%4", M9". A 
PROMPT SHIPMENT Al 


Ask your jobber, if he is not suppliled, 


ROBERT E. MILLER & CO.., INC.. siidins ise l ‘histibs thes 


35 Pearl St., New York 4, N. Y. 





Rubber Expander 
Tubular Glide 
Upholstery Nail 











A , it r J 
Cushion Glide Spring Type 
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TREE 
ofit—FAST! 


Set it up in any 14” circle in the store and watch the Red 
Devil Tool Tree grow profits on all four sides. 
¢ The Tool Tree is a COMPLETE Paint-up Patch-up tool 
department. 
e It is an attractive, FOUR SIDED, modern display that 
REVOLVES at a touch. 
¢ The entire inventory—28 high-demand items—is on dis- 
play ... NO EXCESS STOCK. 
* QUANTITIES of items are based on actual TURN- 
OVER records, and 
e The TINY SPACE (14"’ circle x 68” high) yields better 
YOU GET ALL THESE TOOLS a ee 
— ¢ $59.86 profit. Cost to you: $89.36. Retail $149.22. 
Display is free ¢ Packed in 2 cartons. Shipping weight 75 lbs: 
6—P13-11/4F Putty Knife 6—-WT1 Window Tool Why not plant a Red Devil Tool Tree on a little spot in 
6—P13-11/4S Putty Knife 6—UP2 Utility Patcher your store? It will grow profits for you... year ‘round. 
6—P13-3F Wall Scraper 6—RK1 Razor Knife For more information about the Tool Tree, or any of the 


6—P13-3S Wall Scraper 6—UKS55 Utility Knife other Red Devil display merchandisers, contact your Red 


6—P13-4F Spachtling Knife ¢_nic. Mold hisel : 
6—P13-5F Spachtling Knife ee 11/2 acti Devil Jobber. 


' 6—P103-11/2F Putty Knife . 
- 6—P103-3F Wall Scraper 6—*40 Wood Scraper 


* 6—P103-41/2 Wall Scraper 6—*50 Wood Scraper 

- 6—P103-6 ; Wall pisaver 12—*1 Wood Scraper Blades Psd 

> 12—*023 Glass Cutter 12 pr.—*1 1/2 Wood Scraper Blades 

= 6-DS1 Dragon Skin 12 pr.—*2 1/2 Wood Scraper Blades e 


* 6-—*9S Holder with 12—RS23 Razor Scraper 
; Dragon Skin 2cds.—RSB1 Razor Blades UNION, N. J., U.S.A. 
Sandpaper Holder 1 doz.—*10 Push Points 


3025 


World’s largest manufacturer of painters’ and glaziers’ tools—since 1872 















PLASTIC | 
WINDOW 
MATERIALS 














